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Boosting Spring Sales by Catering 


to Garden Lovers 
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Snape and continued satisfaction to 
... That is the 
basis on which the Winton business reputa- 


customers, year after year. 


tion has been built. This organization has 
continued to grow and expand as an ever 
widening circle of customers have proved to 
their own satisfaction that here is the place 
to order with fullest assurance of getting 


honest, dependable values and reliable serv- 





ice. It will pay you to depend on Winton 
for ALL your needs in Idaho White Pine, 
Ponderosa Pine, Sugar Pine, Western White 
Spruce, Douglas Fir, Western Hemlock, Red 
Cedar Siding and Shingles. You can be sure 
of getting lumber and lumber products of 
careful and accurate manufacture. We in- 
vite you to write us about your softwood 
problems. 
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WHITE PINE MILLS: 
Winton Lumber Co. 

Gibbs Idaho. 

SPRUCE MILLS: 

The Pas Lumber Co., Ltd. 
The Pas, Manitoba, 

and Reserve, Sask. 
PONDEROSA PINE MILLS: 
Somers Lumber Co., 
Somers, Montana. 


Craig Mountain Lumber Co. 


tog i 


Winchester, Idaho. 


WINTON LUMBER SALES CO, Fostay tower, minneapotis 











A STORY IN BLACK & WHITE 





The Maltese Trade 
Mark Assures Less | 
Cost Per Year of § 

Service. 





Better Window Frames 
ARE Being Built - - - - - 
And Malta Builds THEM! 


Some distinctive Reasons Why: 


1—“Topco” Overhead Housed Pulley. 

2—Three-width Jamb—for different thick- 
ness walls, 

3—Wing-Flex Weatherstripping—can save 
up to $75 per room, in 20 years, on 
heat bills. 

4—Three-point Jamb Clamp — prevents 
leakage, reinforces frame. 

5—Mull Center Clamp—makes multiple 
frames stronger. 

Malta’s exclusive, patented, features— 

making “Topco” and “Supreme” as differ- 

ent as they are better—are backed by 40 

years of SPECIALIZING in only top- 

quality frames. “There isn’t a mistake in 

a car-load.” 

Catalog No. A-2 tells why Malta Frames 

make more lasting friends. Ask for your 

copy—TODAY. Your file is not complete 

without it. . 


ll The MALTA MFG. CO. | 
FE MALTA e OHIO 


“Supreme Frames Cost Less Per Year of 
Service” 





Cut from the same board as on the 
right, yet this untreated block is Black 
Shrunken and Decayed. Fungus anc 
ROT took their toll. 


PAR-TOX treated against Rot anc 
Termites. After three years exposure 
—White, Sound as New! That's the 
story of PAR-TOX in black and white. 
Costs little or nothing, but what c 
punch it can add to your millworl: 
sales story. 

FREE TO DEALERS: List of mills using 

PAR-TOX. 


FREE TO MILLS: Liberal samples anc 
easy method of ap- 
plication. 














WHITE > 


Ask the mill to treat 
your next order. 
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75 years of service 
to the sash and door 
industry. 


IRA PARKER & SONS CO. 
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A carload of drain boards for a New York distributor. 
Surf boards for famous Waikiki Beach, in far-off Honolulu. 
Lumber for foundry patterns, organ pipes, piano keys, 
penholders. For boats, buildings, boxes, machine parts, 
millwork. For a thousand other needs. Many indeed are 
the uses of Yosemite Pine, Sugar and Ponderosa. 


Yosemite Sugar Pine Lumber Company invites you to be- 
come better acquainted with its offerings of PONDEROSA 
PINE. This lumber is cut from mature high-altitude trees 
that grow on the west slopes of the California Sierras. 


Never did timber grow under more favorable conditions 
of climate and soil. The trees are giant-size, yielding 


Ponderosa Pine 
Sugar Pine 


lumber of excellent texture and generous dimensions—a 
good percentage of select lumber and of choice factory 
grades, which have large clear cuttings. 


String resilient, light in color, light in weight, this pine is 
beautifully smooth when surfaced. Its texture permits 
rapid accurate cutting with hand or machine tools. All 
our Shop and better grades of Ponderosa Pine are kiln- 
dried. The Yosemite mills maintain highest standards of 
manufacture and seasoning. 


We invite you to write us or our representatives about 
your needs in Yard and Shed Stock, Factory Lumber, 
Bevel Siding, Mouldings, Box Shook and Crating. 


Yosemite Sugar Pine Lumber Co. 


95 River Si. Hobekes Nt. I. General Office, M AE Plate! Yard LOS ANGELES OFFICE: 


New York Phone— 
Rector 2-0432 


ARLO D. SQUIRES, 


meee =MERCED FALLS, CALIFORNIA (geiiekanenm 


Hoboken 3-3011 


Phone—Michigan 9381 


WE ARE MEMBERS OF THE WESTERN PINE ASSOCIATION 
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This Country of Ours 


Unbalance in Wages 
Unbalances Economy 


OME ONE in the field of or- 
S ganized labor is not being smart. 
For some years, the unions 
have been making what they choose to 
call progress ; winning new legal rights 
and additional bargaining advantages. 
The public has not protested se- 
riously. Citizens have held that labor 
must receive fair wages if the economic 
pattern of the country is to remain in 
balance. Some people have even held 
the mistaken notion that wages too 
high to be in balance hurt only cor- 
porations and individual employers. 
But wages, high or low, have to be 
paid ultimately by the public as con- 
sumers of goods. Customers, of course, 
can refuse to buy over-priced goods, 
unless these things are necessities ; and 
in that event a too high wage scale 
creates unemployment. 

But Defense production is a different 
proposition. Under the circumstances, 
munitions have to be bought; and all 
of us, as taxpayers, must eventually 
pay for them. Thoughtful people have 
no desire to sweat labor in Defense 
production. If munitions makers get 
high profits, the public will want work- 
ers to share in the returns. The public, 
however, will take some hard looks at 
those profits. 

The public is also taking some hard 
looks at the pest of strikes in muni- 
tions plants. There are a few facts 
that union leaders have never cared to 
look at too closely. One is the fact 
that wages have to remain reasonably 
in balance, neither too high nor too 
low, if industry is to offer full em- 
ployment. Another is that organized 
labor is still a minority in the working 
field; and that if organized wages in 
general are too high, unorganized 
wages in general must be too low. The 
assertion of the unions that they are 
fighting the battles of the unorganized 
man will stand up only if organized and 
unorganized wages for the same type 
of work are reasonably equal. Are 
they? Everyone knows they are not. 

If these strikes are merely a callous 
determination to take advantage of a 


crisis, to threaten public safety in order 
to get a cut that could not be gotten 
under less critical conditions, then the 
promoters of these strikes are unnec- 
essarily dumb; in fact bigoted about it. 
Let the public become convinced that 
this is a_stick-up, under especially 
aggravating circumstances, and the so 
called progress of the organizers will 
disappear. 





Heavy British Taxes 
Provide Post-War Funds 


‘—r="HE NEW schedule of income- 
tax rates announced by Britain’s 
Chancellor of the Exchequer con- 

stitutes one more evidence of the de- 

termination of the British people to put 
all they have into the fight to preserve 
their nation and their freedom,” says 
an editorial in the New York Times. 

“Thus a single man, earning $9 a week, 

who paid no income tax this year will 

have to pay at the rate of 40 cents a 

week, while a married man with two 

children, earning $1,400, who pre- 
viously paid $21.47 a year, will now 
pay $97.50. Personal exemptions have 
been reduced to $320 in the case of 
single persons, and $560 in the case of 
married persons, thus bringing virtu- 
ally every one within the scope of the 
income tax.” Under a modified form 
of compulsory savings, a portion of the 
additional taxes to be paid will be set 
aside in a savings account for the tax- 
payer and becomes available to him 
after the war. The personal allowance 
for married persons will be narrowed 
from £170 annually to £140, and for 
unmarried persons from £100 to £80. 

The extra tax that anyone will pay on 

account of a reduction in personal 

allowance on earned income will be 
credited to him after the war in the 

Postoffice Savings Bank up to maxi- 

mum of £65. The little man as well 

as others, however, still have some re- 
lief from the onerous financial burdens. 

He can claim deductions on life insur- 

ance premiums, contributions to the 

pension fund, an allowance on working 
clothes, wear and tear on working tools 
and deductions on the amount of mort- 

gage outstanding when he purchases a 

house for himself. 


Good Service Continues 


Under New Rules 


HILE THREE of the largest 
groups of lumber manufactur- 
ers have signed consent de- 

crees, in suits brought against them by 
the U. S. Department of Justice under 
the anti-trust laws, they are unanimous 
and convincing in declaring them- 
selves unaware of any intent to violate 
the law. 

Perhaps the happiest statement of 
their attitude is that made by Corydon 
Wagner, on page 44 of this issue, that 
the co-operative activities of the West 
Coast industry have always been out 
in the open, that the manufacturers be- 
lieved and still believe that grade 
marking and other services and activi- 
ties represented business progress and 
that they benefit the consumers of 
lumber as well as the manufacturers; 
that, in other words, there was noth- 
ing wrong with the old rules. But, 
says Mr. Wagner, if the umpire makes 
new ones, the industry will play the 
game in good faith. 

And, speaking to the Court on 
behalf of the western pine manufactur- 
ers, Oscar Lawlor, their legal repre- 
sentative, informed it that the defend- 
ants did not know they were violating 
the law and that many are still un- 
aware of any violation, but that they 
considered that the patriotic thing to 
do was to suppress their personal 
views of the merits of the case and 
thereby eliminate the necessity for a 
lengthy trial; the defendants admitted 
the facts but denied any intent to vio- 
late the statute, and agreed to abandon 
or modify some trade practices. 

These associations thus took the 
same stand as Southern Pine did 
earlier, when it vigorously denied any 
illegality in its activities as alleged in 
the complaint of the Government. 
Throughout the twenty-five years of its 
existence, it declared, the affairs of 
the association have always been open 
and above-board and it has always 
been mindful of the public interest— 
and will continue to operate to the end 
that the public may be protected in 
its purchases of lumber. 
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Justin Way, vice presi- 
dent; George H. Boyd, 
chairman of the board; 
and Walter M. Boyd, 
president and treasurer, 
Saginaw Lumber Co., 
Saginaw, Mich., review 


plans 
Ae 


Transforming the paint department 
of a retail lumber yard from an unim- 
portant accommodation service for 
builders and contractors to an aggres- 
sive, modern merchandising feature of 
the business is the experience of the 
Saginaw Lumber Co., Saginaw, Mich. 

Like many other successful firms 
of long standing in the lumber busi- 
ness, the Saginaw Lumber Co. has 
maintained its position of prominence 
through timely expansion of its serv- 
ices to the community. Soundly con- 
servative in their timing, the officers 
of this company are also soundly pro- 
gressive in the adoption of new policies. 
Thus; when plans were under consid- 
eration for advancing paint to a posi- 
tion of prominence in the general mer- 
chandising scheme, every element of 
modern selling was investigated to the 
end that when the new plan was 
adopted it was complete. 





“The Saginaw Lumber Co.,” said 
Walter M. Boyd, president, “resulted 
from the merger in 1927 of the Booth 
& Boyd Lumber Co. and the Kerry 
& Way Lumber & Manufacturing Co. 
Both were old firms, the former, pri- 
marily a wholesale company, and the 
latter a retail company doing some 
manufacturing and selling of maple 
flooring. 

“At the time the new company was 
organized the officers realized the ne- 
cessity of adopting aggressive merchan- 
dising methods in order to compete 
with newly developed industries. Suc- 
cessful methods of selling were bor- 
rowed from other fields, and connec- 
tions were sought with manufacturers 
who had progressive merchandising 
methods of sales promotion and finance 
selling.” 

Accordingly, the first move in mod- 
ernizing the paint department was to 
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select a line of paint made by a manu- 
facturer with a modern and successful 
co-operative merchandising plan to 
back the dealer’s efforts. At the same 
time the services of a thoroughly expe- 
rienced specialty salesman were ac- 
quired, and he was placed in charge 
of the projected paint department. 

The indispensability of a bright, 
modern paint display was realized, and 
with the co-operation of the manufac- 
turer, plans were promptly got under 
way to provide one, and to give it a 
proper setting by modernizing the 
entire display room and sales and 
office quarters. The attractive quar- 
ters which resulted are best described 
by the accompanying photographs, 
showing the paint department, sales 
room, and a model kitchen. Note that 
the paint department also features 
wallpaper and stained shingles, has 
attractive seating accommodations for 
customers, modern tubular lights, 
fiber board walls and attractive floor- 
ing in neutral shades. 

The sales room features wood panel- 
ing, insulating tile and plywood for 
the counter. The section devoted to 
kitchen display also features modern 
millwork and windows with appro- 
priate hardware taken from stock, 
wood siding and wallpaper. 

Advertising and sales promotion are 
carried on by means of newspaper 
insertions and large billboards. With 
the co-operation of the manufacturer a 
thirteen-week newspaper campaign is 
run in the local paper during the 
spring months, and followed by a five- 
week program in the fall. Between 
these two concentrated campaigns 
additional advertisements are run at 
various times. At locations carefully 
selected to catch the eye of a maximum 
number of pedestrians and automobile 
drivers, large billboards are main- 
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tained. At the annual building show 
held in Saginaw the company furnishes 
a specially designed booth display. 

All of this investment in display, and 
advertising and promotion are turned 
into capital through the efforts of a 
paint department manager and a full- 
time salesman who spends every day 
contacting decorating contractors and 
other paint buyers in the city. Both 
paint men, working closely with the 
manufacturer’s representative, offer a 
free interior decorating service, mak- 
ing use of the manufacturer’s * studio. 

An elaborate system of direct mail 
promotion has been set up to function 
the year round, and supplement the 
newspaper and billboard advertising. 
Kach spring a special meeting of all 
the paint and decorating contractors in 
Saginaw is held by the company in 
conjunction with the paint manufac- 
turer. The meeting this spring was 
followed with an informative discus- 
sion of color by Jack Stewart, chief 
color technician of the O’Brien Var- 
nish Co., South Bend, Ind. 

Each month since the full stream- 
line plan of paint merchandising was 
put into effect, sales have increased. 
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KITCHESS 


Above:—H. E. Jacques, specialty sales manager, and Jack Collison, 
paint salesman, pleased with attractive and complete paint stock 


Below:—Attractive display of kitchen cabinets, windows, millwork, siding, 
insulating tile, and wall covering helps convert prospects into. customers 
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Houses Built for Women 


The Housewife’s View 
of Millwork 


To get a woman’s view of utility 
in a home, rule out homes over $8,000, 
and seek out the housewives in the 
$5.000 to $7,000 homes—those who 
do not keep maids to do the work. 
They can tell you about the location, 
design, and use of millwork better 
than any man in the world. 

Here is the report. Every point 
given was agreed to by at least ten 
women who had lived for approxi- 
mately two years in a new $6,000- 
$6,500 home. 

Rather than have windows on the 
front and side of the living room, they 
preferred a large picture window in 
the front wall and a fireplace flanked 
by bookcases on the side wall. 

They didn’t want entrances that 
opened directly into the living room, 
they wanted a small hallway where 
wet rubbers and garments could be 
removed—even a small porch would 
help if there wasn’t room for a hall- 
way. A closet near the front door for 
outside clothes was a must item. 

Again, in the dining rooms, they did 
not want their wall space broken up 
by windows spaced wide apart, they 
preferred, rather than a window in 
each wall, to have a corner window 
with one side longer than the other. 
They liked built-in corner cabinets 
and expressed a desire to have the 
chimney built on the outside rather 
than inside the house. 

Cornices over the windows, partic- 
ularly in the kitchen, were in demand. 

Strange as it might seem, all the 
women in these homes wanted plain 
surfaced flush doors. They did not 
want panelled doors. They said the 
only thing colonial about their homes 
was the six panel doors and the win- 
dows and they would have preferred 
flush doors throughout because they 
are easier to keep clean. Particularly, 
on kitchen cabinets they emphasized 
plain surfaced doors instead of pan- 
elled doors. They also emphasized 
lower -handles on the kitchen cabinet 
doors and plainer, easier cleaned hard- 
ware on all the doors throughout the 
house. 

They wanted the sill of the kitchen 
window over the sink low enough so 
they could look out and see the yard. 
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All of them 
wanted flour draw- 
ers, bread boards 
and vegetable stor- 
age bins built-in. 

Cove bases were 
preferred to any 
other type in the 
kitchen and_ bath- 
rooms, 

Where __ there 
were children a 
breakfast nook or 
a breakfast counter 
was a must item. 

Right here, 
while on the sub- 
ject of nooks and 
counters, is a good 
place to talk about 
cost. Most of the women had been 
told that all of these things they 
wanted would cost more money than 
they had been told they had to pay for 
their new home. 

The fact was that all of these 
houses were built on a few basic stock 
plans and good materials were used, 
but it also appears that had the builder 
taken the facts mentioned above into 
consideration before he started to plan 
the subdivision, most of the things 
these women wanted could have been 
incorporated into the houses at very 
little, if any, more cost. And even if 
the cost in some cases had to be raised, 
say $300 to $500 higher, there is evi- 
dence that some salesman fell down on 
his job by not finding out exactly what 
was needed in these homes and then 
insisting upon providing for those 
needs. 

Take for example the worst case 
encountered. 

In this instance the kitchen was 
about 9 by 9-feet without an indenta- 
tion in the wall anywhere. No possi- 
bility of a breakfast nook or counter. 
The result was that the housewife with 
two children had to prepare meals and 
serve them in the dining room three 
times a day. This proved to be such 
a hardship on the housewife that she 
induced her husband to build a larger 
kitchen in the basement where the 
meals could be prepared and served in 
the same room. Although the family 
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was proud of their handiwork, the 
basement room was makeshift in its 
fittings, really a parody on the beau- 
tiful but inadequate kitchen upstairs, 
which now was almost useless. 

To make it worse, the kitchen in the 
basement was damp and if guests ever 
came to the house they would have to 
be fed in the upstairs dining room 
which meant all the prepared food had 
to be carried up-stairs. The only en- 
trance to the basement was through 
the kitchen so everything that was 
prepared in the basement kitchen had 
to also be carried down stairs. And 
not only did this family buy materials 
to make kitchen cabinets downstairs, 
but they were talking of now buying 
another refrigerator and another cook- 
ing range for the kitchen upstairs so 
that when they had company they 
wouldn’t have to cook downstairs. But 
even so they very probably would 
never have all the ingredients needed 
for cooking a meal in both places, sé 
there still would be trips to be made 
up and down to the basement. All of 
which could have been avoided if 
someone had insisted upon building a 
breakfast nook in the kitchen. 

In view of the fact that in less than 
two years they have built another kit- 
chen and are planning to buy another 
range and refrigerator, a breakfast 
nook probably could have been paid 
for somehow. 

On the other hand, there was the 
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woman with the kitchen layout as 
shown in diagram 1, who desired a 
kitchen similar to the layout shown in 
diagram 2, except that she wanted a 
window where the door leading out- 
doors is located, and wanted the door 
leading outdoors to be placed just in- 
side the cubicle surrounding the stair- 
well and stairs to the basement, and 
she did want a table and chairs for a 
breakfast nook placed in the space be- 
tween the door to the dining room 
and the stairwell casing. In fact she 
stated that she had designed a kitchen 
just like the one she wanted for her 
sister’s new house, using the experi- 
ence she had gained from working in 
her own kitchen, and she believed the 
same could be done in her kitchen. 

In that idea, the lady was in error. 
The fact is, the kitchen she wanted 
was a better kitchen than the one she 
had, but the kitchen she had was prob- 
ably the best the builder could give 
her in the space he had to work in, as 
was discovered the minute new plans 
were drawn based on her present kit- 
chen’s layout. 

Here are the reasons. The door in 
the kitchen leading outdoors could not 
be placed in the stairwell because no 
platform could be built into the base- 
ment stairs without altering the stairs 
leading to the second floor to gain 
headroom, and there simply wasn’t 
space in the front or upstairs hall to 
make this alteration. Furthermore, to 
create a breakfast nook between the 
stairwell and the door to the dining 
room the East wall would have had to 
be moved at least a foot into the front 
room in order to gain passageway be- 
tween the table and chairs in the nook 
and the cooking range in the kitchen. 
In other words, the plan wasn’t feas- 
ible without redesigning the house, 
and the difficulty wasn’t discovered by 
the housewife until after she had lived 
in the house, although she had had a 
chance to alter the plans before the 
house was built. 

Although the trouble with the kit- 
chen wasn’t entirely the fault of the 
builder, it nevertheless seems probable 
that if the builder with his superior 
knowledge of building had also kept 
the woman’s viewpoint in mind he 
could have had a more satisfied cus- 
tomer by slightly re-arranging the 
original plans. 

While on the subject of kitchens, 
there were some special ideas devel- 
oped by some of the women about kit- 
chen cabinets. Why, they asked, 
should cutlery drawers be so deep that 
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all the cutlery and silverware had to 
be cluttered together so that in reach- 
ing for a knife there was danger of be- 
ing cut by another knife in the same 
drawer? Why couldn’t three shallow 
drawers for cutlery be placed where 
one deep one was installed now? 

Two smaller bread boards were bet- 
ter than one large one. 

Why couldn’t the deep lower shelf 
of the china cabinet be equipped with 
a U-shaped shelf half way between the 
bottom and the next shelf so that the 
taller things could be kept in front, 
but you wouldn’t have to “climb over 
everything” to get to the things in the 
back because they would be upon the 
U-shaped shelf? (This lower shelf is 
usually reserved for spices and bottles 
of condiment used in cooking.) 

A movable spray out of the sink was 
deemed important. 

A ventilating fan in the kitchen was 
desired. 

An eating counter was necessary if 
there wasn’t room for a nook. 

In the bedrooms, a bookshelf in 
gable windows with a top shelf to be 
used as a desk was desired. 

Closets should be wide enough to 
put hangers on rods on both sides and 
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In the bathroom more shelves were 
asked for, recessed if necessary. 

One contribution was, that when 
the garage was built onto the house, 
why not make it a two-story garage, 
with a play room for the children on 
the second floor, and a door opening 
from the boy’s bedroom into the sec- 
ond floor of the garage? 

While light-colored woodwork and 
particularly, natural birch, was in de- 
mand, where there were children 
stained dull finishes that wouldn't 
show dirt were in favor. 

Where there were children, larger 
kitchens were desired. An outside en- 
trance into the basement was desired. 

On the houses just discussed, pay- 
ments were less than rent: approxi- 
mately $38 a month. 

In interviewing women whose hus- 
bands were in the higher income 
brackets and who were living in new 
$15,000 to $30,000 homes, the story 
obtained was much different. 

They did not understand the “work” 
angle, or utility value of design in their 
homes. They were concerned chiefly 
with themselves as was evidenced by 
the things they talked about and un- 
derstood. 
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still leave room to walk between them. 
Rods should run from the door to the 
back of the closet. Youngsters’ rods 
should be low so they can reach them. 
Milady’s rods should be high to hold 
formals off of the floor. The master’s 
rods should be in-between. 

In one case the builder left a small 
bay in the partition wall of a boy’s 
bedroom and only placed one closet in 
the adjoining master bedroom, when 
the housewife would have rather had 
the bay walled over on the boy’s room 
side and two closets in the master bed- 
room. 

Linen closets were requested that 
were wide but not deep. 
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Diagram 2 


When selling the higher priced 
homes, where maids do all the work, 
women seem to be interested chiefly in 
powder rooms, dressing rooms adjoin- 
ing bathrooms, dressing tables in 
nooks, built-in vanities, well-designed 
personal closets, and the eye-appeal of 
their homes. They had left most of 
the house up to their husbands. 

But in the small homes, particularly 
those priced below $8,000, where the 
cost of the home is partially taken out 
of the wife’s own labor in the home, 
she is the one for whom the home was 
built, she is the one to be pleased, the 
one to be “sold,” and the “expert” who 
knows most of what it’s all about. 
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Questions For Home Owners in Springtime 


WasuincetTon, D. C., April 26.— 
Home owners are urged to take a 
springtime “inventory” of the condi- 
tion of their dwellings and make nec- 
essary repairs and alterations. 

This advice to protect homes from 
depreciation and head off large ex- 
pense in the future came from Frank 
W. Hancock, Jr., member of the Fed- 
eral Home Loan Bank Board, who 
pointed out that ample funds for the 
purpose are available from savings and 
loan associations, banks and insurance 
companies. 

“The annual ‘Clean-up, Paint, and 
Fix-it’ campaigns, which are becoming 
a tradition in America, not only are 
sound steps toward community better- 
ment but offer concrete present and 
future savings to home owners taking 
part in them,” said Mr. Hancock. 


“In the past many people have had 
to put off such improvements until 
their properties deteriorated to the 
stage where reconditioning was costly, 
simply because they lacked the neces- 
sary money. Now, with employment 
largely restored and ample funds avail- 
able at low interest rates in every part 
of the country, there is no reason why 
the home owner need hesitate to have 
the necessary work done promptly. 

“In areas where there is a shortage 
of housing for Defense workers, the 
owner, by modernizing his property 
and completing or adding an extra 
room or two, can earn a cash income 
from the property. In the 1915-1930 
period, many bungalows were built 
with unfinished rooms on the second 
floor. The owner may now finish these 
rooms and rent them. Some owners 








Herel a Timely Tip 


The totem pole shown in this picture is 











affixed to the front of the Pontiac, Mich., yard 
of the Lowrie & Webb Lumber Co., whose 
headquarters are at Dearborn. It is an au- 
thentic copy of the kind of poles used by 
many Indian Tribes of the Northwest. Kept 
brilliantly painted, it is a unique identifying 


symbol of Lowrie & Webb yards. 


The original occupies an equally prominent 
spot on the front of the company’s headquar- 
ters and sales rooms in Dearborn. The Dear- 
born plant is located on one of the main auto- 
mobile highways leading into Detroit from 
the west. The Pontiac yard is located near 
the edge of the city in a district adjacent to 
several of the larger automobile and automo- 
bile parts plants — a neighborhood that is 
growing rapidly, and in which new homes 
are being built by the dozens. The yard at 
the sign of the totem pole has sold 63 of these 
houses in three years. 














can convert their homes into income 
properties by providing for a complete 
upstairs apartment. 

“Thousands of families should be in 
a position now to provide for needed 
additional bedrooms or a sun room, 
better lighting, a recreation room, a 
modern heating plant or a garage.” 

In advising home owners to take 
stock of their needs, Mr. Hancock sug- 
gested the following questions: 

Is your house structurally sound? What 
is the condition of the flooring, the roof, 
gutters, downspout, roof sheathing, flashing, 
tile? 

How about your sills, joists, rafters, sid- 
ing, and partition walls? And the masonry 
and concrete walks, drive, basement, founda- 
tions, stairs, chimney, fireplaces and flues? 

Is your house equipped with weatherstrip- 
ping, insulation and waterproofing? Do you 
need new shelves, cabinets, shutters, doors, 
sashes, wiring? 

“A properly reconditioned home has 
a greater sale value, and it constitutes 
sound value if the owner wants to bor- 
row on it,” said Mr. Hancock. “But 
aside from these considerations, it of- 
fers a better standard of living. There’s 
another consideration, too—the fact 
that, if all home owners in a neighbor- 
hood put their properties in good 
shape, the property values of that 
neighborhood are protected and en- 
hanced. Everyone stands to gain from 
such a development.” 


Booklet Shows How to Put New Life and 
Style in "Old Homestead" 


Wasuincton, D. C. April 28— 
Modernizing business can be created 
on almost any residential street in 
America, and to help lumber merchants 
generate more of this kind of “plus” 
butter-and-bread trade, the National 
Lumber Manufacturers Assocation has 
just released a new twenty-four page, 
two-color suggestion booklet, illustrat- 
ing how eighteen common types of 
twenty-five to one hundred-year-old 
American homes may be successfully 
and profitably modernized. The new 
booklet is entitled “There Is Plenty 
of Life in the Old Homestead.” It 
makes a wonderful selling tool for deal- 
ers to use by distribution to their 
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customers. “Before and after” views 
of exterior treatments illustrate the 
marked degree to which the art of im- 
proving and rehabilitating old houses 
has been developed during the past sev- 
eral years. The back page has been left 
blank so that the dealer’s own sales 
message may be imprinted at nominal 
cost. This excellent booklet is available 
in quantities at the low cost of 6 cents 
a copy. Imprinting is done at slight 
additional cost, depending upon quan- 
tity. Sample copies may be obtained 
from the NLMA office at 1337 Con- 
necticut Avenue, Washington, D. C. 





Invitations to Open House 
Feature Plans and Paint 


SACRAMENTO, Catir., April 26.— 
“Open House! The Homestead Lum- 
ber Co., invites you to be their guest, 
Monday and Tuesday, March 24 and 
25, including evenings, 7 till 9 p. m.” 
read the caption of a four-column 
12-inch daily newspaper ad recently 
used by the Homestead Lumber Co., 
30th and Que Streets, this city. 

Copy invited the public to see the 
firm’s new plan books, containing new 
ideas for building, remodeling and re- 
pairing ; offered to assist with low-cost 
financing plans, and pointed out that 
the entire staff of the company was 
equipped to handle every building need 
of the public. 

The ad also announced the appoint- 
ment of the lumber company as an 
authorized distributor of the famous 
DuPont paints and that, during Open 
House, two representatives of the Du- 
Pont company would be on hand to 
discuss and help with painting prob- 
lems. A small can of Duco, with 
brush, was offered free to visitors. 





Dealer's Ads Feature Success- 
ful Home-Town Boys 


A particularly effective advertising 
campaign is being conducted by the 
J. F. Pettus Lumber Co., Springfield, 
Ky. Careers of “home-town boys who 
have made good” are a featured attrac- 
tion of the program. 

Every other week a local paper, The 
Springfield Sun, carries a “Building 
News” page. The Pettus company 
guarantees that 50 percent of this page 
will be paid advertising space; the re- 
mainder is editorial material pertinent 
to the building industry and is fur- 


Amemcanfiumberman 


nished to the paper by the lumber com- 
pany. Most of the advertising space 
is used by manufacturers of building 
supplies whose products are carried by 
the Pettus company. 

Some of the editorial material is 
devoted to the promotion of home 
building and is furnished by the Ken- 
tucky Homes Foundation program. 

The attention and interest of all Sun 
readers is drawn to the page by 
sketches of the careers of successful 
men who made their start in Spring- 
field. Many of these top-notchers 
were, at one time, in the employ of the 
Pettus company. 

One leader, whose business career 
was outlined in a recent issue, is Don 
Campbell, past-president of the Na- 
tional Retail Lumber Dealers’ Asso- 
ciation, secretary of the Kentucky Re- 
tail Lumber Dealers’ Association, and 
a proprietor of the Boner-Campbell 
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Co., retail lumber and building con- 
tracting firm at Lebanon, Ky. 

The story of Mr. Campbell’s accom- 
plishments were particularly interest- 
ing to Springfied residents because in 
1919 he was yard manager for the 
Pettus company in Springfield. The 
Lebanon concern in which he shares 
ownership was organized in 1928. 

Other national figures whose accom- 
plishments have been sketched on the 
building page, are L. R. Boulware, 
vice-president and general manager of 
Celotex Corp., and Paul Deringer, 
nationally known professional baseball 
player. 





HUNDREDS of DEALERS are 
using the Low Cost Plans that 
are Published in Every Other 
Issue. ARE YOU? 





Dealer’s Float Wins First Prize 


First prize of $10.00 for the float 
most representative of a business in the 
4th annual festival parade at Sham- 
rock, Tex., went to the White House 
Lumber Co. of that city. Other bene- 
fits included an incalculable amount of 
valuable publicity for the firm. 

The prize winning entry was built 
around the theme of promoting a new 
suburb for the town of Shamrock. The 





truck contained a microcosm of an 
“ideal” street of eight “ideal” homes. 
The model houses are standard ones 
prepared for the use of lumber dealers 
by a building material manufacturer. 
They were placed on green paper 
which simulated grass, wet gravel was 


used for the street. Across the back 
of the truck was a miniature lumber 
yard built from plywood. Toy auto- 
mobiles and a tiny truck loaded with 
lumber were “traversing” the streets. 


Predominating colors were green 
and white, modified by the variety of 
colors of the houses. An attractive col- 
leen dressed in green and white and 
bedecked with flowers was enthroned 
on the truck cab. 

The company name appeared only 
on the representation of the lumber 
yard headquarters and the firm slogan, 
“Dependable Building Service Since 


Texas dealer's 
float that won 
first prizein 
town's annual 


spring parade 


1898” was emblazoned across the back 
of the truck. 

A single day of effort by R. F. Fry, 
manager, three employees and a car- 
penter was required to build the float. 

The annual Shamrock fete has in- 
creased in popularity with each suc- 
ceeding year. Although the town’s 
population numbers only 3500 it is esti- 
mated that 30,000 people witnessed the 
parade in which 43 floats, 45 bands and 
a number of comic entries participated. 
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Have You Found A Way to Make 


and Doors Traded-in From Your 
THREE SOLUTIONS ON FLY-BY-NIGHT COMPETI- 








If you have found a way to profit from the sash 
and doors you have been forced to trade-in to secure 
your home remodeling jobs, you have a chance to 
cash-in on your solution by answering “Headache 
No. 12.” Don’t forget also that there is still time to 
send your answer to “Headache No. 11,” stating how 
you get around demands for “immediate delivery” to 
small order customers. The problem of course is to 
keep them happy. 

Below are some solutions to the problem of keeping 
the “fly-by-night” contractor from taking your roof- 
ing and siding business. It appears from the letters 
sent by readers that the problem is simply a matter 
of furnishing the “fly-by-night” some competition, and 
below, they tell how to do this. 

One of the most gratifying results of the “Headache 
Contest” up-to-date has been the number of letters 
received from employees of lumber yards. A second 
gratifying result has been the quality of the answers 
received. 


Aspirin for “Headache’ No. 9 


The established lumber dealer has everything in his 
favor, a reputation for selling guaranteed products, 
an easily accessible office, 





petent and wide-awake salesmen who would hunt de- 
sirable prospects, and give the most courteous and 
efficient service possible, the fly-by-night would grab 
his samples and fly to a town where the dealers lolled 
in their chairs waiting for business to happen along. 


I think that a positive, not a negative, stand is the 
only solution to this problem. It is impossible to rid 
ourselves of all people devoid of ethics. But we can 
beat them at their own game by outselling them.— 
Marie Lipschitz, The Petersen Lumber & Coal Co., 
Anderson, Indiana. 





Headache No. 9, FLY-BY-NIGHT CON- 
TRACTOR COMPETITION can be cured if the 
ASPIRIN necessary to effect it is used. 

These so-called FLY-BY-NIGHT siding and 
roofing applicators are on the right track, otherwise 
they would not be getting the business. Calling them 

fly-by-night don’t stop 





a personnel trained to 
help the home-owner 


them. The truth of the 
matter is THEY HAVE 








with his building prob- 
lems. Why should he let 
a man with no standing 
at all in the community, 
with no office to display 
his merchandise, and 
whose knowledge of the 
building industry begins 
and ends with the differ- 
ent patterns of brick 
siding, sell jobs on which 
he has not even had a 
chance to bid? I think 
it is because he has 
formed the habit of cry- 
ing “unfair competition” 
instead of pursuing a 
policy of aggressive 
merchandising. 

If he would advertise 
extensively, employ com- 





RULES OF CONTEST 
First Prize—$10; Second Prize—$5; Third Prize—$3 


1. Solutions of, or comment upon, the “Headache” 
printed in each issue must be not less than 100 words 
or more than 1,000 words long. 


2. Solutions of or comment upon any “Headache” 
must be received within 30 days of date of issue in 
which that "Headache" is stated. 


3. Only retailers and their employees are eligible to 
compete. 


4. The editors of the AMERICAN LUMBERMAN 
shall be the sole judges. Names and addresses of all 
prize winners will be printed in this journal. 


5. All solutions and written comment submitted shall 
be the property of the AMERICAN LUMBERMAN, 
with right to print in whole or in part. 


6. Entrants in any "Headache" contest are free to 
also enter any, or all, later contests; thus it is possible 
for you to win more than one prize—if your solutions 
are judged to be best. 








ORGANIZED THEIR 
SELLING to _ include 
getting plenty of job 
leads through their 
house to house canvass- 
ing, a studied sales ap- 
proach, and usually a 
convincing sales presen- 
tation. Enough to satisfy 
the home owner that he, 
the applicator, knows 
what he is talking about. 
These applicators take 
full advantage of FHA 
or other time payment 
arrangement to finance 
their jobs, take the cash 
at the conclusion of 
work, the customer is 
given time payments, 
which is the exact way 
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More Headaches-More Aspirin-More Prizes 





a Profit on Old Sash 


Remodeled Houses? 
TION GIVEN IN THIS ISSUE. 


he is accustomed to buy furniture, radio, refrigerators 
and automobiles. 

To the Ohio dealer—“WHY NOT STEAL THE 
APPLICATORS’ THUNDER”? but do a better job 
of it for the customer and at the same time keep this 
good cash business where it should be with the retail 
building material dealer. Organize your selling, pre- 
pare photos, plenty of them, of all sorts of construction 
jobs you have furnished, showing before and after 
views, spread them before the prospective customer, 
show them, give them names and addresses of your 
satisfied customers. Quote jobs complete including 
labor and material, the work guaranteed a full year, 
buy job insurance to cover this guarantee, figure its 
cost in the contract price. Siding and roofing appli- 
cators get good prices for their work. Quote your 
jobs on a time payment basis otherwise as an example 
quote it at $8.50 per month, no down payment neces- 
sary. Work out the labor prices with locaLcontractors 
or the local union; reliable men that will work with 
you. Applicators usually get better than union prices, 
also they quite often call on their prospective custom- 
ers in the evening when Mr. & Mrs. Home Owner 
are at home together and are free to consider the 
proposition, sign the time payment application and 
contract. 

Why not advertise the advantage of having local 
men do the work, keep the money in circulation at 
home where it will do community good and at the 
same time give these applicators a HEADACHE. 
Edwin A. Riggs, The C. A. Porter Co., Auburn, 


New York. 


From our experience in the lumber business we 
have found the only way we can compete with this 
type of business is to suggest to our customers that 
they ask for the name of some party who has had 
work done by the applicator within the past two or 
three years, so they can view the workmanship. We 
usually find that the fly-by-night applicator is unwill- 
ing or unable to furnish the name of such a party and 
as a result we have no difficulty in selling the 
customer—W. J. Quinn, John Brennan & Co., 
Cicero, III. 





New Contest No. 12 
USED SASH AND DOOR PROBLEM 
From a New York Dealer 


Our big problem is what to do with used sash, doors, etc., that 
people wish to trade in when remodeling their houses. 

If we take them in—as is sometimes necessary—we find that 
besides bringing a very small profit on what we are able to resell, 
these things take up a great deal of our storage space. Some of 
these items we are never able to sell and these just keep accumu- 
lating until they simply have to be cleaned up, even at a great loss. 

If we refuse to take these things in at all, the customer some- 
times becomes offended and goes elsewhere to buy his material 
and have his work done. 

We wonder if other firms have this same problem and if so, 
what they do about it. 





GIVE US YOUR HEADACHE 


If there are problems that bother you, whether they be large or 
small, the AMERICAN LUMBERMAN invites you to submit them 
to this contest. Every sender of a Heachache will receive, in ac- 
knowledgment, a beautiful automatic pencil, of real value, that he 
will be proud to own. 


Address all correspondence to CONTEST EDITOR, AMEnrI- 
CAN LUMBERMAN, 431 South Dearborn Street, Chicago. 





PRIZE WINNERS 
“Headache Contest No. 8” 


THE PROBLEM was how do you make small (ten cent) sales 
pay, and is it worth while to build a modern attractive store in 
the lumber yard and stock it to attract over the counter sales? 
Do these sales take up too much of the employees’ time to pay? 


First Prize—$10 
Francis W. Nortz, Lehman & Zehr Lumber Co., Croghan, N. Y. 
(Solution published April 19.) ° 
Second Prize—$5 
A. M. Fisher, Jr., Home Lumber & Supply Co., Rockford, III. 
(Solution published April 19.) 


Third Prize—$3 


Marie Lipschitz, The Petersen Lumber & Coal Co., Anderson, 
Ind. (Solution published April 19.) 
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Our Best Salesman is Lead Pencil 


Dealer Uses Rough Pencil Sketches to Sell 
Small Jobs As Well As Large Ones 





& 
Paul Leird, Leird 
Lumber Co., Little 
Rock, Ark. 





\When a lumber dealer who started 
in business four years ago with a capi- 
tal of less than $5,000 is now worth 
$50,000, with a modern plant that has 
the distinction of having sold the 
largest single order of yellow pine lum- 
ber in the State, what he has to say 
about sales methods has some weight. 

This dealer is Paul Leird, of the 
Leird Lumber Co., Little Rock, Ark. 
Little Rock is enjoying a building boom 
now, but Mr. Leird began prospering 
before the boom started. His sales 
manager, C. A. Woosley. says that 
much of this success has come to the 
firm because the best salesman on his 
force is the lead pencil. 


Sketches for $10 Jobs 


“We make pencil sketches to help 
sell the customer a job that costs as 
little as $10,” he said. “And repair 
jobs make up the bulk of our volume. 
Every owner of a building, whether 
it is a home or a business building, is 
a prospect for our pencil salesman. 
That first rough pencil sketch stirs the 
customer's imagination and gets him 
really interested in repairs or remodel- 


ing. After he knows what he wants, 
we then make a tracing and a blue 
print.” 

Leird’s “pencil salesman” does a 
particularly outstanding job in selling 
kitchen cabinets. Last year 200 mod- 
ern kitchens were sold and built in the 
plant. The results are cumulative, 
because one kitchen helps to sell an- 
other. Much of the newspaper adver- 
tising is devoted to cabinets. And 
when the dealer finds a prospect even 
slightly interested in a cabinet or closet, 
a rough pencil sketch is submitted. 

A large volume is enjoyed in re- 
modeling stores. Here again the ‘“‘pen- 
cil salesman” shows its real value. 
The busy store owner, who probably 
has just attended his association con- 
vention and has learned the value of 
modernization, is glad to have the 
Leird Lumber Co. furnish ideas. 

Mr. Woosley takes particular note of 
dealer association conventions. He 
often secures a list of the membership, 
and calls on local members whose busi- 
ness places could stand a little remodel- 
ing. That first rough pencil sketch 
submitted to the store owner often 
progresses through the blue print 
stage, and ultimately to the finished 
job. 

“Occasionally on small jobs,” said 
Mr. Woosley, “the expense of making 
a blue print cuts sharply into our 
profits. But we don’t complain about 
this, because we want the customer’s 
repeat business. We find that after 
we once get a customer started on 
remodeling, the first job isn’t the last 








Left—C. A. Woosley, sales manager, making a preliminary sketch with the “pencil salesman." Right—Workman in shop 


one. If he is a home owner, through- 
out his ownership he'll be wanting to 
have his floors refinished, his attic or 
his basement made over, a new room 
added, the garage enlarged, and num- 
bers of other things done, to say noth- 
ing of painting, which comes regularly 
every year for some portion of the 
house or grounds. 

“This holds good also for the store 
owner. When he is once interested in 
modernization he is usually eager to 
carry out a complete program. If we 
don’t make so much money on our 
first contact because the plans we sub- 
mitted cost us several dollars to pro- 
duce, we can cheerfully charge it up to 
the cost of securing another good 
repeat customer.” 


Use Mailing List Regularly 


A mailing list of 1,000 names is 
worked every three months with some 
attractive mailing piece. The customer 
is constantly reminded that the Leird 
Lumber Co. offers free service on 
plans and specifications for any job, no 
matter how small. 

A skilled draftsman in the organiza- 
tion spends most of his time in making 
pencil sketches and tracings. Mr. 
Woosley also draws sketches. 

Photographs are also used exten- 
sively in selling the customer. Attrac- 
tive photographs of built-in features 
created by the dealer make practically 
every owner want to remodel, even if 
he is not quite ready to do so. And 
when the Leird Lumber Co. keeps 
reminding them that, through the 





finishing assembly of kitchen cabinets of which 200 have been sold in 1940 
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Left—Berry picker house with canvas roof and roll-down covering for screen windows assembled at lumber yard. Right— 
Pre-fabricated panels for berry picker houses ready for shipment 


FHA, they can pay for jobs costing 
$150 on terms as low as $5.63 a month, 
the owner is more eager than ever to 
get his remodeling started. 

Although this dealer finds that 
there is real profit in repairs and re- 
modeling, he does not concentrate all 
of his efforts in this lucrative field. He 
has another strong arm that builds 
volume. It is the building of prefab- 
ricated buildings. 

About two and a half years ago the 
company started building prefabricated 
buildings for CCC camps. They gauged 
production methods to this, installing 
special machinery for cutting. They 
are still building CCC prefabricated 
buildings, but have added still further 
to their large output by building pre- 


fabricated structures for use at labor 
camps and on farms. Typical of these 
is the berry-picker shed, used for hous- 
ing workers. This is made in eight 
sections, bolted at the top and the 
bottom, with screened sides, screen 
doors, and canvas top. The panels are 
built in special steel templates. 

When set up, these buildings meas- 
ure 16x 16 feet. They can be set up 
complete in one hour, and two men 
can take them down in 30 minutes. 
They are delivered in a knock-down 
shape and set up where used. 

And now that the Leird Lumber Co. 
is really in the prefabricated building 
business, they are developing a third 
extremely lucrative field — prefabri- 
cated garages. Plant facilities now in 


use can be utilized, and the same mass 
production methods used for CCC and 
other buildings are being diverted to 
prefabricated garages. 

“Our prefabricated buildings,” said 
Mr. Woosley, “help us to cut down 
waste in the plant. We can use a lot 
of short stuff that would otherwise be 
a problem.” 

Although the plant has just recently 
commenced to manufacture the pre- 
fabricated garages, a number have 
already been sold, and the plant is pre- 
paring to turn out a large volume in 
the near future. Extensive remodeling 
is now under way in both the big pro- 
duction plant and the separate office 
building, which are being enlarged to 
care for the increased volume. 





Garden Tools 


Garden tools and garden furniture 
are uppermost in the minds of garden 
lovers during the early spring weeks. 
They are natural seasonal specialties in 
lumber yards—particularly those yards 
in small towns and cities, and in the 
suburban areas. 


Volume sales in these items are 
probably not to be expected, and sales 
campaigns designed to pay out on gar- 
den tools and furniture alone are not 
feasible. As leader items, however, 
they can be converted into real assets 
for salesmen. They provide a live 
topic of current interest with which to 
approach a prospect, a kind of topic 
that every salesman needs to give point 
to his approach. Whether he sells 
much or any of the small leader line 
he uses as an approach is immaterial. 


and Furniture As 


Its purpose is served by giving him an 
“in” from which a larger sale then or 
later may be expected to develop. 

Garden supplies and equipment 
serve the same purpose for the dealer’s 
early spring newspaper advertising. 
They give him live topics with which 
to project his name before the reading 
public. They have about the same use 
in the field of display—particularly 
sidewalk and other outside displays. 
As displays they lend themselves eas- 
ily to any size or shape of space, and 
require little or no study for effective 
grouping. Ready mobility is another 
feature in the ease of effective garden 
tool and furniture display. 

In resort regions they are especially 
effective sales leaders in the hands of 
salesmen who do productive work on 


Sales Leaders 


Saturdays and Sundays during the 
pre-vacation season when _resorters 
from nearby cities are getting their 
summer homes ready for occupancy. 
Numbers of dealers in the lake re- 
gions of New York, New England 
and the north central States have their 
salesmen out calling on the week-end 
resorters while they are working on 
their summer houses and grounds. 

One of these firms, and perhaps 
many others, have their salesmen take 
an assortment of garden tools and 
packaged garden furniture with them 
on their calls to permit demonstration 
of a tool or item of furniture on the 
spot, and for instant delivery when a 
sale is made. This service is appreci- 
ated since the time of the week-end 
worker is limited. 
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HOG HOUSES 


Add These Plans to Your Collection of 
Data On Small Farm Structures 






































Construction of the small hog houses for which perspec- 
tive drawings are shown here is self-explanatory. They are 
of the general type which many dealers in rural areas 
convert into a profit item in the early spring. The best way 
to produce them is to cut pieces to size with a small power 
saw when time permits the yard crew to do so. With a 
supply of parts always ready, a house can be assembled for 


delivery on order in a very short time. 


The six-pen central hog house has removable partitions, 


and doors that slide upward to lead to outside pens. 























SIX-PEN CENTRAL HOG HOUSE DESIGNED BY AG. ENG. DEPT. OF 
U.OF WISCONSIN: FLOOR ON &-IN. POROUS FILL. NOTE WATER~ 
PROOFING LAYER IN FLOOR. WALLS OF SHEATNIWG, PAPER AWD 
SIDING. FOUNDATION DEPTH TO KEEP OUT RATS~» DOORS SLIDE 
UPWARD LEAD TO OUTDOOR PENS. PIG FENDERS OF 228% PART — 
ITIONS REMOVABLE 3FT. H/GH WITH 2-FT. GATES» ONE PEN 
REDUCED TO ACCOMMODATE BROOKER STOVE. 































































2°59" 290.6. 
































































































| 9 
NRK 
‘ * 4°0- 70" > 
: - : / i 24" STUDS . 
, k. “S / wT 
el: rs =——t] | 
~~ “O's 3-0" ” 
vv — \ \ 3 F / FENDERS ; = 7 
y a 
Wi Leslee! x ¥ D> : PREPARED ROLL AFG. oS 
ee * 
i oe Pome —_ — i i ; 
be 2 C2” Safe — 4410 —sfe 25 fe — 45/0 2 he 24 ke 18'-O ee 








FLOOR PLAN CROSS — SECTION 


























May 3, 1941 


USES HOGS TO COLLECT OLD ACCOUNTS 


This little story about a lumberman 
who projected himself into the hog 
raising business temporarily as a means 
of collecting old accounts affords a 
practical illustration of subsidizing a 
debtor with the tools that make it 
possible for him to pay, and in a man- 
ner that definitely obligates him to pay, 
and at the same time gives him a 
chance to increase his own capital. 

Sometime ago a lumberman located 
in the midde west decided to retire, and 
to sell a string of yards he had been 
operating. The man who bought one 
of the larger yards did not wish the 
old unpaid accounts and the sale was 
made on the basis that the seller retain 
the old accounts and do anything he 
wished with them. 

Practically all of these accounts—a 
few more than one hundred of them— 
were owed by farmers. There was no 
deliberate intent to default on most of 
the accounts. The farmers simply did 
not have the money. The ex-lumber 
dealer decided that there must be a 


way to help the farmers, so with a 
half-formed plan in his mind he set 
out to call on all of them. 

None of the accounts were large. 
They ranged up to one hundred dol- 
lars, and most cf them were smaller 
than that. To each farmer who 
admitted the debt and confessed a 
desire to pay, and most of them did, 
the ex-lumberman explained his plan. 

“Here,” he said, “is what I want 
to do. I want to make is possible for 
you to pay me what you owe me. I 
am going to buy a sow, and charge the 
price into what you owe me. All you 
have to do is raise some pigs from the 
sow that I am going to sell you at cost, 
then keep on raising pigs until you 
have produced enough of them to pay 
my bill.” 

Of the whole one hundred accounts 
that he called on all but ten of them 
agreed to the plan, and all who agreed 
actually paid out on it. In addition 
to getting his money, the plan put the 
lumberman into business, and gave him 


an interest and a light and pleasant 
occupation for two or three years. He 
got a lot of fun out of putting the plan 
into operation and supervising its 
development. 

Working the idea out, of course, 
took time, and lots of it—more than 
an active lumber dealer could afford 
to spend on collections of old accounts, 
and more than he could delegate to 
an employee. The idea, however, does 
have its practical implications even for 
an active dealer. It can be operated 
on a modified scale to help certain 
farmers pay small bills. It need not, 
when used this way, be confined to 
hogs. It can work just as well for 
other farm animals. 

It need not even be restricted to the 
idea of collections. It could be worked 
in connection with a young farmer hav- 
ing enough capital for hogs or chickens, 
but not enough for buildings to shelter 
them. The buildings, small ones, could 
be provided payable in chickens or 
hogs. 
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REALM OF THE RETAILER 


An Ohio “Selling” Retailer Who Displays Materials in Use, Has Trained 
His Staff to Draft Plans, and Has Big Trade in Farm Portables 


Remember the “Home Maker’? 
Thousands of lumbermen and custom- 
ers do. 

The AMERICAN LUMBERMAN used 
to print that little journal for distribu- 
tion by retail yards. It was a friendly 
paper of advertising and sales promo- 
tion, and its chief purpose was keeping 
the name of the dealer and the services 
of the industry known to local pros- 
pects. It was one of the earlier efforts 
to enlist the prospect himself as his 
own salesman; by showing him what 
he could do with the yard’s materials. 

Maurice Albaugh, then and now 


House of Mr. and Mrs. Maurice 
Albaugh, of Quincy (Ohio) Lumber 
Co., formerly a carpenter shop 





proprietor of the Quincy Lumber Co., 
Quincy, Ohio, prepared the copy for 
the Home Maker. The material that 
went into the little sheet was always 
tested and practical stuff. 


Should Buying or Selling Yield 
the Profit? 

This will be chiefly a story of yard 
devices and silent-selling methods now 
being used by the Quincy Lumber Co. 
To make these items add up to the 
merchandising story that is there, you 
should have some information about 
the yard, its type of customers and the 
owner’s objectives. 

There are two kinds of retailers. 
The first takes customers and sales for 


granted; thinks people will buy what 
they want, anyway, and no more; tries 
to make extra money by giving himself 


an extra margin through shrewd whole- 


sale buying. The second holds that 
wholesale buying is not so important ; 
that with ordinary prudence and with 
sales volume in mind anyone can do 
the buying; that a yard gets what it 
pays for and pays for what it gets; that 
opportunities lie in selling. The first 
is a buying retailer, the second a sell- 
ing retailer. 


Quincy Manager Never Takes 
Sales for Granted 

Mr. Albaugh is a selling retailer ; 
and his native ability has been devel- 
oped by some 38 years of practice in 
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this country town of 500 people. He 
is not a strong-arm operator in the 
mercantile vineyard; for the muscular 
stuff doesn’t produce vintage results 
among rural customers. But he never 
takes sales for granted. 

While he does not think that his 
profits can be made by buying at 
wholesale at reduced prices, Mr. Al- 
baugh does think that buying has its 
importance. His buying policies are 
simple. He handles high-grade stock, 
as he must to please country and 
small-town people; so he deals with 
manufacturers who specialize in that 
stock. There are many such manufac- 
turers, and the yard can’t buy from all 
of them; so it buys ev erything it needs 


in any given line from one manufac- 
turer, from Exchange Sawmills, from 
duPont, from Johns Manville and so 
on. “It always pays to stand well with 
a reputable manufacturer,” Mr. Al- 
baugh says. “If you bargain and shop 
around and keep him guessing, he may 
not know you when stock is scarce and 
hard to get.” 


Gives Customers Use-Ideas 
That Produce Sales 


The Quincy Lumber Co. uses most 
of the proven methods of trade promo- 
tion; advertising, service, personal 


This used to be storage bin. A 
glimpse may be had of sales desk 
and accounting department at left 


selling and the like. We're going to 
mention one, especially, since it turns 
upon yard and office methods. Some 
customers do not buy as much as they 
could use to good advantage, not be- 
cause they are hard up for money but 
because they are hard up for ideas. 
One way of giving them ideas is to use 
materials for telling their own story. 
This is of course silent salesmanship. 
The first thing Mr. Albaugh asks of 
his plant is that it look like a place 
where building materials are sold and 
where building is understood. He likes 
order and composition and design ; but 
a place that looked like a country club 
or a residence or a bank would not 
suit his purpose. 
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Open warehouse displays lumber 
along truck-high loading platform; 
specialty hog trough is seen at front 


Open Warehouse Constitutes 
Display of Stock 


The offices and warehouses are on 
one side of a street that is about a 
block long, and the shop and Mr. 
Albaugh’s residence are on the other. 
That house, incidentally, was re- 
modeled from a carpenter shop. The 
city paved the street, and the company 
extended the pavement to the line of 
the warehouses; making what is in 
effect an open court with plenty of 
working and parking space. 

The open warehouse is one of the 
company’s prides; valued more highly 
than a closed building would be, since 
it becomes a display of lumber, shingles 
and the like. No visitor can miss 
seeing it. At the end of this building 
and continuing the line is the cement 
warehouse. Both have truck-high load- 


These self-feeders, built from shorts, 
are popular items in the Quincy com- 
pany’s line of portables 





ing platforms, an idea borrowed from 
this journal. The cement stacks are 
piled on end, one deep. ‘“‘This saves 
some labor,” Mr. Albaugh says, “and 
it’s possible because we have plenty of 
floor space. Nobody has to lift these 
sacks to the top of a high pile, only to 
lift them down when they’re sold. With 
a hand truck, anybody, office man or 
customer, can load stuff without hurt- 
ing himself or even getting dirty.” 


Office Has Friendly, 


Welcoming Appearance 


The office has no private rooms, no 
coves or screens or partitions to con- 
ceal the staff from the callers. The 
place must look “as though we are 
friendly and as though we have enough 
material to build a house and know 
what to do with it.” 

Some time ago the office was en- 
larged by taking in a short warehouse 
driveway and some storage bins. One 
of the bin divisions, needed for second- 
story support, has been finished with 
rounded ends and serves as display and 
shelving space. The old office is now 
a drafting room and a hardware store. 


Left to right: Maurice Albaugh, Mrs. 
Albaugh, and Ernest (Bill) Bassore, of 
Quincy Lumber Co. 


All Employees Given 
Instruction in Drafting 


That drafting room up front, with 
its big drawing table and fluorescent 
lights, has a meaning all its own. The 
company has long been doing most of 
its own drafting; but that isn’t all the 
story. Each Monday night all the 
staff members, the drivers, yard men, 
office workers and the Chief, meet for 
a long session of drawing instruction 
and practice. They all like it. There 
is an informal policy that everybody 
shall know how to do practically every- 
thing about the office and yard; espe- 
cially that they shall all know how to 
sell. Drafting has proved a good route 
to understanding the technical aspects 
of building and of sales knowledge. It 
helps in unexpected ways. <A driver 
can measure up and sketch an unusual 


In-swung windows of these portables 
built by Quincy Lumber Co. provide 
no-floor-draft ventilation 
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threshold or a pair of back steps. It 
has yielded many dividends in cus- 
tomer good will. 


Customers Prefer Plans 
Prepared at Yard 


Naturally this skill is used in house 
designing. Within the past few months 
three customers, after hiring architects 
to get out plans, each paying several 
hundred dollars for the service, threw 
those plans away and asked the yard 
to make new sets. 

“We appreciate the special training 
of architects,” Mr. Albaugh said, ‘‘and 
we're glad to follow their drawings if 
those plans suit the customers. But 
some architects know little about the 
mechanics of building, and they occa- 
sionally outsmart themselves. One I’m 
thinking of designed a house with a 
high foundation; and it had to go so 
near the property line that grading 
was impossible. Others make their 
drawings in infinite detail and mark 
them up with symbols that neither the 
owners nor the carpenters understand. 
Several times we've had to make sim- 
plified sketches. Our drafting and 
designing seem to suit our customers. 
This service has long been an impor- 
tant part of our merchandising.” 


Special Fittings Display 
Goods Skillfully 


The office not only displays goods 
everywhere but also is filled with labor- 
saving devices. The shop was in process 
of making a case for panels of flooring 
and roofing, to fit a special space at 
the front of the lobby. The shelves are 
some 18 inches to two feet apart, and 
the display panels stand on edge and 
are slid into grooves set diagonally on 
the shelves. By reason of the diag- 
onal setting—the case standing north 
and south and the panels northeast and 
southwest—an inch or so of each panel 
face is visible. A shopper can glance 
along the front and, without stopping 
to read the labels, can pick out those 
he wants to see. He then slides them 
out for closer inspection. Each shelf 
contains some 42 panels. 

A vertical case, some 18 inches wide, 
stands along a rear wall. It has big 
sheets of wall and tile board that can 
be drawn out for inspection. Nail bins, 
under the counter, have drawers or 
shelves at the top for paper bags. Long 
experience has shown the usual quan- 
tities of a given size of nail for which 
customers ask; so in spare times pack- 
ages of this size are made up and laid 
in the bins. This idea was borrowed 
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from the grocer’s habit of packaging 
sugar and beans. Rolls of screen wire, 
it has been found, will lie on level 
shelves quite as well as in the old- 
fashioned troughs; and it’s easier to 
pull the web out from the bottom of 
the roll. A long, shallow case with a 
hinged top used to be a storage place 
for booklets. It now contains metal 
mouldings ; an article hard to store. 

In the warehouse, barn sash are 
stacked face to the front; leaned back 
enough so they'll not fall. There they 
are, in plain sight; don’t have to be 
pulled out or lifted down. Each bin 
has a clearly lettered card giving the 
size of the lights, size of opening and 
price. Every wareroom needs heavy 
cordage. This one uses binder twine. 
The ball is placed in a box with the 
cord coming out through a hole bored 
in the front; never lost, never tangled, 
always available. For years this yard 
carried wagon-box irons; continued to 
do so when it found the irons equally 
useful on truck bodies. Men have 
been known to come fifty miles for 
these irons. 





MIXER SELLS PAINT TO PARTICULAR 
CUSTOMERS 


The Mankato Lumber Co. is the 
Mankato (Kan.) yard of the Mid- 
West Lumber Co which company oper- 
ates in northwestern Kansas. The 
yard caters to an average wheat belt 
farmer trade which today demands the 





very best merchandise, and desires to 
have it delivered in the best possible 


manner. To meet the desires of its 
customers to have paint delivered prop- 
erly mixed, the company installed a 
paint mixer, known as Red Devil, 
which is manufactured by Landon P. 
Smith, Inc., of Irvington, N. J. The 
picture shows the mixer with a gallon 
of paint, for which a farmer’s wife is 
waiting. The manager stated that he 
would not think of trying to sell paint 
without this valuable aid. 
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Specializes in Making Shorts 
Into Portables 


There is a big trade in portables. 
For years the yard has specialized in 
short lengths, starting the practice 
because this stock was just right for 
the little buildings. Now the custom- 
ers buy the shorts for many other pur- 
poses. During one year, and not the 
best year for farm trade at that, the 
Quincy yard sold 93,000 feet of shorts ; 
four, six and eight feet long. Most of 
this material that year went into port- 
ables, which will give you an idea of 
the trade in these little buildings. The 
company usually follows its own plans. 
Windows are hinged at the bottom, 
swing in at the top. Imagine the win- 
dow swung in about a foot at the top. 
Then imagine two triangular pieces of 
sheet metal, shaped to fill the spaces at 
the side, between the open window and 
the wall. This allows ventilation at 
the top, without floor drafts; and, in 
brooder houses, this arrangement keeps 
the chicks from unlawful escape. For 
five years the company has been mak- 
ing some portables of plywood; knows 
irom experience that this material will 
stand up. The portables are displayed 
in front of the shop. 

Another specialty is a hog trough 
with a bar above the center; fastened 
by bolts to end brackets. This bar 
has a double purpose. It keeps a fat 
porker from taking a cooling siesta in 
the drink; and, if placed high at one 
end and low at the other, the adults 
of the swine family who are noted for 
had manners will not drive the younger 
generation away One trial, and failure, 
to drink where the bar is low convinces 
the elders that there’s no percentage 
in getting tough with the pigs. 

And so on. A small-town yard with 
small-town plus big-town merchandis- 
ing service; a place that crackles with 
energy, ideas, friendliness and achieve- 
ment. 

Mr. and Mrs. Albaugh have beau- 
tiful lawns and gardens, famous for 
flowers. This department has pleasant 
memories of wandering over the place. 
The flowers carry on through the win- 
ter, in a conservatory at the rear of 
the house. Mr. Albaugh told us with 
amusement that the conservatory had 
been a big porch and had been inclosed 
with “bull pen” sash that cost him, 
unglazed, ten cents each. Evidently 
they had been made, to wrong meas- 
urements, for a school. They have 
come into their own in making this 
sunny room. 
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Discuss Yard Management Problems * 


Branch Yard Managers and Home Office Executives 
Hold Profitable Two-Day Meeting; Exchange Ideas 


WavkesHa, Wis., April 28—The third 
annual two-day meeting of yard managers 
and home office executives of the Wilbur 
Lumber Co., West Allis, Wis., was held in 
this city last Friday and Saturday. Both 
days were crammed solidly from early 
morning to late at night with merchandis- 
ing presentations and discussions embracing 
the entire field of lumber and building mate- 
rial selling. Many of the presentations were 
made by yard managers who have devel- 
oped special techniques in certain phases of 
selling. 

An accurate, concise summary of the 
meeting is that it demonstrated esprit de 
corps that would be difficult to duplicate in 
any organization. The value of Tested 
Selling Methods as an educational medium 
was clearly indicated by the remarks of 
the managers as compared to their remarks 
a year ago before they took the course. The 
Wilbur Lumber Co. from Hawley Wilbur 
and Ross Wilbur down to the most recently 
employed truck driver is intelligently sales 
conscious. 

Hawley Wilbur whose contagious energy 
and enthusiasm are reflected in the attitude 
of every key employee of the organization, 
opened the first session promptly at 8:30 
Friday morning with everyone seated and 
ready to go. In addition to twelve of the 
thirteen yard managers who operate the 
company’s fourteen yards, other company 
representatives were Ross Wilbur, presi- 
dent ; George Wilbur, credit manager; A. R. 
Clem, retail sales manager; Carl Brehm, 
purchasing agent; Martin White, architect; 
H. J. Potts, wholesale lumber sales man- 
ager. 

Mr. Wilbur led off with 13 points of suc- 
cessful management which he asked every 
manager to check when he got back home, 
and see that he was using. These were: 


Thirteen Rules of Management 


1. Have a package price list for pre- 
fabricated units including small farm struc- 
tures such as brooder houses. 


2. Have a package price for stock plan 
buildings, including houses and garages. 


3. Have a price per square foot applied 
for roofs. If the sale is to be on an instal- 
ment basis, quote the price per month. 

4. The same for re-covering sidewalls. 


5. The same for insulation. 


6. Have a price on the labor you have 
to sell. 


7. Have a price applied on decorative 
insulating board. 


8. Have a plan or program whereby 
every employee who is asked a price will, 
before quoting, determine the quantity 
required, the service required, and the exact 
use to which the product is to be put. 

9. Keep a dated record of every quota- 
tion made, showing the item, price and 
quantity as well as to whom and by whom 
the quotation was made. 
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10. Check your pricing structure monthly 
for changes in material and labor costs. 


11. Prepare for the farm trade for cer- 
tain types of buildings they will construct 
themselves a guaranteed material list priced 
as a unit. 

12. Make a second try on every rejected 
finance deal. Try to put it on a cash or 
other payment basis, or cut the size of what 
he wants. 

13. Have your business shopped occa- 
sionally by friends or some salesman who 
will report the selling efficiency of the 
organization. This will give you a chance 
to correct selling evils. 


Managers Report Successful Methods 


Harold Weiss, manager at Cook, Ind., 
related how he instituted a package selling 
program in his yard, and detailed the man- 
ner in which several sales were made. 

Ray Wilbur, manager at Waukesha, Wis., 
told how he is gradually installing package 
selling on new homes. 

In the discussion that followed these pres- 
entations, it was made clear that the com- 
pany has no intention or desire to go into 
the contracting business, although in one or 
two of its yards in lake resort regions it 
is necessary to act as contractors from time 
to time. 

Ralph Barber, manager at Silverlake, 
Wis., opened the Friday afternoon session 
with a sales presentation entitled “How We 
Sell Lake Homes and Make Them Stick.” 
Mr. Barber has for a number of years been 
an outstanding success in selling small lake- 
side cottages on a package basis. He 
recently rounded out his stock of materials 
by taking on plumbing supplies and equip- 
ment. 

How a dealer should proceed to sell a 
contractor on the merits of package selling 
was illustrated by a skit staged by George 
Wilbur, A. R. Clem and Ray Wilbur. 

Dick Wilbur and Martin White discussed 
the manner in which they co-operate to tie 
up a job for the company by securing con- 
tracts for plans. Not only does a signed 
commitment to pay for a house plan tie the 
customer to the yard, but it also sorts out 
the curiosity seekers from the real buyers. 

H. P. McDermott of Milwaukee, and 
A. R. Clem led a lively discussion on 
financing methods for various types of 
structure. 

Everett Hook, manager at Gray’s Lake, 
Ill., outlined the new system he has installed 
to retain coal customers, and regain lost 
ones. 

Speakers representing material manufac- 
turers and the trade press included Tom 
Lehon, Bill Craig, Walter Wendland, H. L. 
Dannies, I. L. Illing, Ed Gavin and John 
Parshall. In keeping with the tempo of the 
meeting their addresses were all short, one- 
point merchandising slants. 

An interesting demonstration for use in 
selling kitchen remodeling was presented by 


H. W. WILBUR, 
West Allis, Wis.; 
Secretary- 
Treasurer, 
Wilbur Lumber Co. 


I. L. Illing, public utilities executive from 
Milwaukee. Using a scale drawing of an 
old-fashioned kitchen and pantry. Mr. Illing 
placed thumb-tacks in the pantry and on the 
work table, refrigerator, stove, and entry 
way from the outside. Looping the string 
around the thumb-tack in the entry way, he 
traced the housewife’s steps back and forth 
as she baked a cake, looping the string over 
the thumb-tack at each spot she travelled to. 
Leaving the string wound on the tacks, he 
used the same kitchen with an inexpensive 
re-arrangement of equipment, and repeated 
the operation. At the end, the strings were 
unwound, and the first was found to be five 
times as long as the second. 

In the afternoon, Cal Cheek, Schneider, 
Ind., manager, delivered an extremely inter- 
esting and constructive address on the sub- 
ject of employee training and _ relations. 
Under Mr. Cheek’s management, the 
Schneider yard is a vital force in the organ- 
ization. Russell DeBruine, West Allis, 
Wis., manager, with George Wilbur and 
Carl Brehm, enacted a skit demonstrating 
right and wrong ways of handling custom- 
ers and answering telephone inquiries. 

Sam Hoevedt, Lanark, IIl., manager, 
related the details of a program which has 
resulted in a large increase in number of 
sales of kitchen remodeling operations and 
minor farm structures. 

A high-light of the Saturday afternoon 
program was a Headache Session, modeled 
from the AMERICAN LUMBERMAN current 
Headache Contest for dealers. A number 
of pet Headaches were put forth by the 
managers, and answers were sought and 
obtained. 


Quiz Session Held at Banquet 


One of the outstanding features combin- 
ing humor and entertainment was a Quiz 
Session conducted by Hawley Wilbur at 
the banquet. Two teams of seven men each 
were selected. Questions involving mate- 
rials and their application, sales problems, 
and articles in the trade magazines were 
propounded until only one member of one 
of the teams was left standing. He was 
given the cash award with instruction to 
keep half of it for himself, and divide the 
remainder among the members of his team. 

Don Montgomery arrived late Saturday, 
and closed the meeting with a fitting tribute 
to the executive genius of Hawley Wilbur. 
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West Coast Consents to Revise 
Trade Practices 


The National Lumber Manufacturers’ As- 
sociation of Washington, D. C., International 
Lumber Distributors Association, West 
Coast Lumbermen’s Association, three other 
lumber trade associations, thirty-two lumber 
companies and twenty individuals were fined 
a total of $107,000 by United States District 
Judge Harry A. Hollzer, sitting in Los An- 
geles, on April 16, following the entrance of 
pleas of nolo contendere to charges of vio- 
lating the Sherman Anti-Trust Act. 

The ruling disposed of anti-trust charges 
against one hundred individuals, companies 
and associations. Maximum fines of $5,000 
each were assessed against the six associa- 
tions. Thirty-two lumber companies were 
fined amounts ranging from $1,000 to $4,000, 
and twenty individuals were given $500 fines 
each, one of which was suspended. Twenty- 
seven companies won suspended sentences, 
and charges against nine companies and six 
individuals were dismissed. 

Coincident with the disposition of the 
criminal case, a consent decree in the civil 
case, whereby the defendants agreed to 
eliminate the practices complained of by the 
Government, was entered by order of Judge 
Hollzer. 

The winning of a competitive lumber 
market and the clearing of distribution 
channels was claimed by the Government as 
the immediate effect of the termination of 
the criminal and civil prosecutions against 
the fir timber industry of the Pacific North- 
west, with which the charges dealt. 

The defendants were accused in an indict- 
ment returned Oct. 4, 1940, with violation 
of the Sherman Anti-Trust Law in the 
form of price-fixing and collusion in the 
production, manufacture and sale in inter- 
state commerce of lumber obtained from 
Douglas fir, western red cedar, Port Orford 
cedar, Sitka spruce and West Coast hem- 
lock. 

By the consent decree, which was pre- 
pared by Harold F. Collins of the U. S. 
Attorney General’s staff, the defendants are 
prohibited from price-fixing and production 
control and must abide by other provisions 
of the court order. 


Fines Imposed on Companies and 
Individuals 


The following fines were imposed: 

$5,000 each—National Lumber Manu- 
facturers Asociation, Washington, D. C.: 
West Coast Lumbermen’s' Association, 
Seattle: Columbia Valley Lumbermen’s 
Association, Portlard, Ore.; Willamette 
Valley Lumbermen’s Association, Eugene, 
Ore.; Intercoastal Lumber Distributors 
Association, New York City; and Lumber 
& Allied Products Institute (Inc.), Los 
Angeles. Because the institute, a retail 
lumbermen’s association, is no longer 
active, all but $1000 of its fine was sus- 
pended. 

$4,000 each: Long-Bell Lumber Co., 
Longview, Wash.; St. Paul & Tacoma 
Lumber Co., Tacoma, Wash., Weyer- 
haeuser Timber Co., Tacoma; and Willapa 
Harbor Lumber Mills (Inc.), Raymond, 
Wash. 

$3,000 each 300th-Kelly Lumber Co., 
Eugene, Ore.; White River Lumber Co., 
Enumclaw, Wash.; Willamette Valley 





Lumber Co., Dallas, Ore. 

$2,000 each Crossett- Western Co., 
Wauna, Ore.; Defiance Lumber Co., Ta- 
coma; Eclipse Mill Co., E’verett, Wash.; 
Grays Harbor Lumber Co., Hoquiam, 
Wash.; Mutual Lumber Co., Bucoda, Wash.; 
Nettleton Lumber Co., Seattle; Oregon- 
American Lumber Corp., Vernonia, Wash.; 
Pacific National Lumber Co., Tacoma; Pol- 
son Logging Co., Hoquiam; Pope & Talbot 
Lumber Co., Portland; Portland Lumber 
Mills, Portland; Robinson Manufacturing 
Co., Everett; Silver Falls Timber Co., Sil- 
verton, Ore.; Simpson Logging Co., Shel- 
ton, Wash.; Stimson Mill Co., Olympia, 
Wash.; Westport Lumber Co., Westport, 
Ore.; and Youngs Bay Lumber Co., War- 
renton, Ore. 

$1,000 each—Deep River Logging Co., 
Portland; Smith Wood-Products (Inc.), 
Coquille, Ore.; Walton Lumber Co., Wal- 
ton, Ore.; Washington Veneer Co., Olym- 
pia; Westfir Lumber Co., Westfir, Ore.; 
West Oregon Lumber Co., Linnton, Ore.; 
BE. K. Wood Lumber Co., Anacortes, Wash.; 
W. A. Woodard Lumber Co., Cottage 
Grove, Ore. 

$500 each—R. D. Brown, Seattle; W. W. 
Clark, Portland; H. J. Cox, Eugene; L. L. 
Doud, Tacoma; G. T. Gerlinger, Portland; 
W. B. Greeley, Seattle; Edmund Hayes, 
Portland; C. H. Ingram, Tacoma; C. E. 
Miller, Warrenton, Ore.; O. R. Miler, Port- 
land; C. S. Polson, Hoquiam; F. C. Reed, 
Seattle; Kenneth Smith, San Francisco; 
H. W. Stuchell, Everett; E. C. Stone, 
Seattle; P. C. Stevens, Portland; Wilson 
Compton, Washington, D. C., fine sus- 
pended; E. T. Titus, Seattle; J. D. Tennant, 
Longview, Wash.; and Corydon Wagner, 
Tacoma, 








May 3, 1941 


Given Suspended Sentences or Charges 
Dismissed 


The following lumber companies received 
suspended sentences from Judge Hollzer, 
and were placed on probation for one year 
on condition that they do not violate any 
anti-trust law or the provisions of the 
consent decree: 


Bradley-Woodard Lumber Co., Brad- 
wood, Ore.; Coos Bay Logging Co., North 
Bend, Ore.; Corvallis Lumber Co., Cor- 
vallis, Ore.; Dickman Lumber Co., Tacoma; 
DuBois Lumber Co., Vancouver, Wash.; 
DuBois-Matlack Lumber Co., Vancouver; 
Fischer Lumber Co. (Ine.), Marcola, Ore.; 
Foster Mills (Ine.), Willamina, Ore.; 
Gange Lumber Co., Tacoma; Henry Mill & 
Timber Co., Tacoma; William Hulbert Mill 
Co., Everett; Ingham Lumber Co., Glen- 
dale, Ore.; B. F. Johnson Lumber Co., 
Portland; Kingsley Lumber Co., Linnton, 
Ore.; Lewis Lumber Co., Dexter, Ore.; 
Moore Mill & Lumber Co., Banden, Ore.; 
Morrison Mill Co., Anacortes, Wash.; 
Mountain Lumber Co., Tacoma; Prouty 
Lumber & Dock Co., Warrenton, Ore.; 
Southeast Portland Lumber Co., Portland; 
Springer Mill Co., Olympia; Van Fleet 
Lumber Co., Ranier, Ore.; Tumwater Lum- 
ber Mills Co., Olympia; White Star Lum- 
ber Co., Whites, Wash.; Winchester Bay 
Lumber Co., Reedsport, Ore.; Mumby Lum- 
ber & Shingle Co., Bordeaux, Wash.; 
Henry McCleary Timber Co., McCleary, 
Wash. 


On motion of the Government, charges 
against the following companies and_ indi- 
viduals were dismissed : 

American Mill Co., Bohemian Lumber 
Sales Co., Carlton Manufacturing Co., 
Olympia Hardwood Co., Row River Lum- 
ber Co., Seattle Cedar Lumber Manufac- 
turing Co., Sound Timber Co., West Coast 
Wood Preserving Co., Gardiner Lumber 
Co.; C. H. Kreienbaum, William Vaughn, 
J. S. Magladry, F. L. Stokes, C. R. Elliot, 
and Wilson Compton. 


Have Tried to Follow Old Rules; 
Will Adopt the New 


SEATTLE, WASH., April 26.—‘The accept- 
ance of a consent decree by the West Coast 
Lumbermen’s Association, from a Federal 
court in Los Angeles, is not an admission of 
wrongdoing,” stated Corydon Wagner, 
president of the association, in Tacoma 
today. “It is,” continued Mr. Wagner, 
“essentially an agreement to revise business 
practices in accordance with new rules for 
the game.” Mr. Wagner quoted from the 
decree itself: “It appears to the Court that 
the defendants have asserted and do assert 
their innocence of any violation of law, but 
have consented in writing to the making and 
entering of this decree upon condition that 
neither such consent nor this decree shall 
be evidence, admission or adjudication that 
the defendants have violated any law of the 
United States.” 


Even Federal Courts Confused as to Law 


“The Douglas fir manufacturers,” Mr. 
Wagner stated, “have followed the rules of 
the game as they understood them. The 
Federal courts themselves have been con- 
fused as to just what the rules are. The 
Government’s own economic policy has been 
uncertain. In the days of NRA, industry 
was compelled to do many things—then held 
to be in the public interest—which are now 
regarded as grounds for criminal indictment. 


Industry has had to determine its course in 
the face of a good deal of uncertainty and 
confusion. 

“A recent decision of the United States 
Supreme Court, in the Madison Oil Cases, 
seems to extend the Sherman Act to many 
situations which formerly were not supposed 
to come under it. The Supreme Court has 
changed the rules of the game for industry. 
Practices long recognized by business and 
by the public, apparently by the Government 
itself, as clean hits—are now marked as 
fouls or errors in the boxscore. 

“Despite legal and economic questions 
raised by the present policy of the Govern- 
ment, the Douglas fir manufacturers have 
agreed to accept it. The consent decree for 
the West Coast lumber industry means that 
its trade association must lay out a new 
diamond, change its team signals, and set 
up a system of play that accords with the 
new interpretation of the rules. 


Would Not Waste Energy on Legal 
Battle 


“The plea of ‘nolo contendere’ entered by 
the association and a number of West Coast 
manufacturers is simply a decision not to 
contest the charges. This requires the 
acceptance of fines imposed by the Court. 
The only alternative would be long and 
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costly litigation that would absorb the 
energies of our group for many months. 
This alternative the association is not ready 
to accept, notwithstanding our conviction 
that we have violated no law. Aside from 
other considerations, the West Coast lumber 
industry is absorbed in many phases of 
National Defense. The association is being 
called upon for emergency services. It is 
not the time when the energies and resources 
of this industry should be poured into a 
legal struggle of long duration. 


Will Follow New Rules in Good Faith 


“Hence,” said Mr. Wagner, “we have 
concluded to play the game in accordance 
with the new rules and to accept the orders 
of the umpire. We do this without any 
consciousness of willful violation of law. 

“The co-operative activities of the West 
Coast lumber industry, built up around its 
association, have always been out in the 
open. Our grade-marking, for example, 
was developed under Government encourage- 
ment through the Federal Bureau of Stan- 
dards. Of course the association had a 
selfish interest in promoting it, to make 
West Coast lumber more satisfactory to its 
users. This was one of the rules of the 
game—as everyone played it. Now the 
Department of Justice regards grade- 
marking as so widespread and important to 
lumber users that its restriction to members 
of an association is monopoly. Well! The 
umpire changes the rules; and we abide by 
his decision. 

“Like grade-marking, our other activities 
have been carried out in good faith, to meet 
essential needs of West Coast lumber and 
without injury to the public. This was true 
of our industry meetings on trade condi- 
tions; of the efforts to keep supply and 
demand in reasonable balance; of the dis- 
tribution of differential price lists and 
recommended shipping weights. Wei. still 
believe that these services represented busi- 
ness progress; that they benefitted the con- 
sumers of lumber as much as the manu- 
facturers. 

“We shall play the new game in good 
faith; but we still maintain that nothing 
was wrong with the old one.” 





Mountain States Retailer 
Groups Indicted 


Denver, Coto., April 26.—Arraignment 
day for more than two hundred indicted 
lumber dealers in the Rocky Mountain re- 
gion, originally set for May 12, was post- 
poned during the week until May 21, by 
United States Judge J. Foster Symes here, 
at the request of attorneys for most of the 
defendants. The National Retail Lumber 
Dealers’ Association, comprised of more than 
27,000 lumber retailers, was among those 
recently indicted by the Federal grand jury 
in Denver on charges of price-fixing and 
restraint of interstate commerce, and the 
first date conflicted with its annual conven- 
tion. 

Arraignment date, however, for the Ideal 
and Colorado portland cement companies 
and the Monolith Midwest company and 
officers and directors of the companies will 
remain May 12. 

In the meantime, defendants are studying 
the evidence in the possession of the De- 
partment of Justice in order to arrive at a 
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decision on how they will plead, according 
to Allan T. Flint, secretary Mountain States 
Lumber Dealers’ Association. During the 
past week several meetings of dealers were 
held here. 

The four indictments returned are as 
follows: 

Against National Retail Lumber Dealers’ 
Association, charging about 387 corporate 
defendants and 51 individual defendants 
with: “A wrongful and unlawful combina- 
tion and conspiracy to establish and enforce 
an unreasonable policy of distribution, 
thereby restricting the channels of distribu- 
tion through which said lumber, lumber 
products, cement, and other building mate- 
rials move and are transported in interstate 
commerce.” 

2. An indictment against the Mountain 
States Lumber Dealers’ Association charg- 
ing 31 individual defendants and 43 corporate 
defendants with: “Wrongful and unlawful 
combination and conspiracy to raise, fix, 
maintain, and stabilize retail prices for lum- 
ber and lumber products transported and 
shipped into the States of Colorado, Wyo- 
ming and New Mexico from manufacturers 
located in other States.” 

3. An indictment against W. C. Bell 
Services (Inc.), et al, charging W. C. Bell 
Services, the Retail Lumbermen’s association 
and approximately 50 Denver lumber dealers 
with: “An unlawful combination and con- 
spiracy unreasonably to raise, fix, maintain, 
and stabilize the retail prices of lumber and 


Lumbermen’s Club, Stockton; Northern 
Counties Lumbermen’s Club, Sacramento; 
Peninsula Lumbermen’s Club, Redwood City ; 
and San Joequin Valley Lumbermen’s Club, 
Fresno. 





Loadings of Revenue Freight 


The car service division of the Associa- 
tion of American Railroads reports that 
revenue freight for the two weeks ended 
April 19 totaled 1,388,459 cars, showing a 
decrease of 87,068 cars below the number 
for the two weeks ended April 5. Forest 
products loadings of 80,176 cars show an 
increase of 1,469 cars over the number for 
the two weeks ended April 5. 





Announce Promotions at 
Kinzua 


Kinzua, Ore., April 28.—The promotion 
of U. E. Brock and G. O. Hays to sales 
manager and assistant sales manager re- 
spectively of the lumber and factory de- 
partments of the Kinzua Pine Mills Co., 
Ponderosa pine products manufacturer here, 
has been announced by J. F. Coleman, vice- 
president and general manager of the com- 
pany as being effective today. 

The appointments follow the resignation 
of L. J. Donnelly, former sales manager who 








Dry kilns at Cross- 
Austin & Ireland 
Lumber Co., Brook- 
lyn, N. Y. made by 
Moore Dry Kiln Co. 
The plant is located 
on the Brooklyn wa- 
terfront. Two kilns 
here have been re- 
cently converted to 
the "Cross-circula- 
tion" system 





lumber products shipped into the Denver 
metropolitan area from various States.” 

4. An indictment against Ideal Cement 
Co., et al, charging the Ideal Cement Co. 
and Monolith Cement Co. and about 20 
corporate and individual cement dealers 
with: “A combination and conspiracy unrea- 
sonably to raise, fix, and maintain the retail 
price of Portland cement shipped into the 
Denver area from producers located in the 
States of Colorado and Wyoming.” 





California Retailers Denied 
Review of FTC Order 


SAN Francisco, Catir., April 26.—A 
petition of several California retail lumber 
groups for a review of a Federal Trade 
Commission order requiring them to discon- 
tinue practices held to have restricted trade 
was denied by the United States Supreme 
Court in Washington, D. C., March 31. The 
organizations named in the FTC cease and 
desist order are the California Lumbermen’s 
Council, Fresno; Coast Counties Lumber- 
men’s Club, Watsonville; Central Valley 


had been affiliated with the company for 
many years. Both the management and as- 
sociate workers have expressed their regret 
over his leaving. 

Previous to the new appointments Mr. 
Brock had been in charge of sales for the 
factory department and Mr. Hays was af- 
filiated with the sales department. Both 
men have had considerable experience in the 
industry and are intimately acquainted with 
the company’s products and customers’ re- 
quirements. 





New General Sales Manager 
Is Named by Company 


San Francisco, Cauir., Apr. 30.—Union 
Lumber Company has announced the ap- 
pointment of Mason E. Kline to the position 
of general sales manager, as successor to 
Edward L. Green, who has been appointed 
general manager of the company’s properties 
in Mendocino County. 

Prior to the change, Mr. Kline acted as 
assistant to Mr. Green in the San Francisco 
office. 
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Largest Carpentry Job of Modern Times 


Following is a summary of an article prepared for 35 of the leading 
newspapers, by the National Lumber Manufacturers’ Association, 
telling of the part that the industry is playing in National Defense 





This is the Navy equivalent of the 
Army tent camps. The cabins shown 
above at San Diego, Calif., are sur- 
prisingly mobile; they can be moved 
one to a truck, or two to a flat car 


Today in 45 camps and cantonments, large 
and small, there are some 220,000 selectees, 
and about 250,000 National Guardsmen living 
in more than reasonable comfort as the 
direct result of a carpentry job which had 
not even started when September came in. 
By June the Army expects to have 1,418,000 
enlisted men expanded from a standing army 
of approximately 232,000 men. That differ- 
ence, nearly 1,200,000, will have been housed 
in greater comfort than any army of com- 
parable size ever enjoyed before. On a 
basis of five persons to a family, this is 
equivalent to 240,000 new houses. The 
Navy, the Marine Corps, and the Coast 
Guard also are all expanding and there will 
eventually be a staggering amount of De- 
fense housing. 


Two Billion Feet Used—More Needed 


Already the Army has bought nearly two 
billion board feet of lumber and still none 
of the larger cantonments, and few of the 
reception and replacement centers, are com- 


pleted. A train nearly 400 miles long would 
be required to move the more than 100,000 
cars of lumber which American mills have 
produced for the Army since last summer. 

Two stories in height, constructed almost 
entirely of lumber and a certain amount of 
insulating material, 1941 barracks are com- 
fortable, well lighted, well ventilated, and 
well heated. They have, for example, an 
adequate hot air heating plant which is 
equipped with blowers to keep the warm air 
in circulation. Ventilation has also been 
greatly improved. Army regulations require 
plenty of open windows at night. Something 
distinctly new and immediately noticeable is 
a detail known as the “Aquamedia,” a 
wooden skirt somewhat like exaggerated 
eaves around the top of each story just 
above the windows, which permits the win- 
dows to be left open during rainstorms 
without the danger of flooded bunks and 
floors. By fly time, windows and doors will 
be fully screened. As an added measure of 
safety, the second floor of each barracks has 
an independent outside exit to the ground 
in the form of a ladder fire escape. Each 
standard barracks will accommodate 63 men 
including non-commissioned officers, the lat- 
ter being given a certain amount of privacy. 
On the ground floors are large, light and 
very modern toilet facilities, with hot and 
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Typical barrack street taken during 
course of construction at Camp Ord, 


Monterey, Calif. Note how over- 
hanging eaves permit windows to be 
left open without danger from rain 


cold running water. The men sleep in rows 
on comfortable cots with head and feet alter- 
nating, at right angles to the two sidewise 
walls. The alternation of head and feet is 
designed to guard against the spread of 
respiratory diseases. Clothing is hung on 
hangers and suspended from poles strung 
along the eaves parallel to the walls. At 
the foot of each bed is a two-tiered locker, 
a large locked trunk, in which each man 
keeps his belongings. 


Water and Roads Upped Estimates 


Army officials are the first to admit that 
their original estimates of the cost of these 
cantonments were far below actual cost. 
While labor and material undoubtedly rose, 
largely due to the speed required in con- 
struction, it is probable that the development 
of adequate water supply and the building 
of roads contributed greatly to increased 
costs. Few if any of the hastily constructed 
Army centers had anything approaching 
adequate water. Modern military require- 
ments call for 100 gallons of water per day, 
per man. As everyone knows the Army is 
being rapidly streamlined and mechanized. 
A modern square division has more than 
three thousand motor vehicles. A triangular 
division now has 1,832 motor vehicles. A 
fully armored division contains 3,429 vehi- 
cles. There is a total of about 68,000 
vehicles in the Army now, and by June there 
will be over 200,000. This figures out at 
about one motorized vehicle for every five 
men. About 100 miles of road space is 
required to get one armored division into 
column. This graphically illustrates the 
necessity for plenty of good roads. 


More Than 350,000 Carpenters 
Employed 


At the peak of construction, the Army 
had nearly 500,000 civilian workers, more 
than 70 percent of which were carpenters. 


Where the new Army, Navy and 
other forces are being trained 
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\ troop housing unit takes about 90 days 
to complete. 

In the training cantonments, camp build- 
ings are laid out in company groupings, each 
barracks housing 63 men, a half company. 
iach company is usually allotted five build- 
ings—2 barracks sufficient to house a com- 
many recruited to peacetime strength, a 
kitchen and a mess, orderly and day rooms, 
and in most cases a store house. Army 
ganization is based on flexible units which 
re numerically increased when forces are 
transferred from a peacetime to emergency 
war footing. As yet, units of even our new 
\rmy are on a peace basis. Provision for 
their sudden expansion by approximately 
me-third must be made in the construction 
of cantonments. Each completed barracks 
croup is so laid out that there is space for 
an additional barracks to be added. The 
Army has extended this policy to hospitals. 

The Quartermaster Corps has figured that 
1,500 board feet of lumber is necessary to 
house one soldier. On the basis of an army 
of 1,418,000 by June, this would require 


This picture of a tent camp in course 

of construction shows how stout lum- 

ber frameworks on substantial foun- 

dations assure warmth and dryness to 
boys at Ft. Screnen, Ga. 
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2,127,000,000 feet of lumber for housing 
alone. Total construction cost per man is 
$450 if he is housed in a barracks, or $320 
it he lives in a southern tent camp. Only 
a small proportion of this individual sum 
is for lumber basic camp building material, 
as the Army, through a great lumber stock 
pile, is now paying less and less for this 
commodity. 

Army tents are rather cabins. Canvas 
they do have, but board floors, over cement 
blocks, plus clapboard siding, coupled with 
glass doors and gas stoves and electric light. 
Those erected in the South consist of indi- 
vidual 8-men tents, arranged in rows by 
battalion squares. Although the tents are 
large enough to accommodate 8 men com- 
fortably, it is seldom that more than five or 
six are assigned in each shelter. About 20 
tents are necessary for a peacetime company. 


Navy's Larger Units May Be Adopted 
by Army 

Housing problems in the Navy differ 
widely from those of the Army. The Army 
uses millions of feet of lumber for housing 
and little for its fighting equipment, but the 
Navy uses little for housing and much for 
its fighting equipment. A sailor is gener- 
ally shipped off to sea as soon as the Navy 
can get him there. The Navy favors larger 
and fewer units; a Navy barracks may and 
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frequently does house as many as 500 men. 
There are many high Army officers who 
advocate this type of construction for their 
branch and there is some indication that 
Army barracks construction may gradually 
shift to the so called “battalion quadrangle,” 
with a consequent economy of one large, 
instead of several small kitchens and messes. 
Some Naval training stations use cabin bar- 
racks comparable to Army tent camps. In 
size and capacity they are practically the 
same. However, they are all of lumber and 
contain no canvas siding or roofing. An- 
other interesting type of naval structure is 
the parachute “shed” or “loft.” The Navy 
hangs its parachutes, for inspection and dry- 
ing, in one story buildings with a raised 
section in the roof containing beams and 
pulley lines to which each parachute may 
be clipped and swung out in front of plat- 
forms from which the inspectors minutely 
examine it. A surprising amount of lumber 
goes into battleships, cruisers, and destroy- 
ers, and while each ship is being built it lies 
in a huge cradle of timber. 


The Army and Navy used nearly two 
billion feet of lumber in the construc- 
tion of tent camps and barracks, 
such as this one, in course of con- 
struction at Ft. Meade, Md. 
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Lumber Still Has Big Job to Do for Defense 


SEATTLE, Wasu., April 26.—Production to 
the full limit of its resources to meet the 
rising crisis in National Defense is the order 
oi the day for the West Coast lumber indus- 
try, said Col. W. B. Greeley, secretary-man- 
ager West Coast Lumbermen’s Association, 
in asking “all-out public support for the 
industry in doing the job the Government 
expects it to do.” He cited recent declara- 
tions by William S. Knudsen and John D. 
Biggers that the next four months will be 
the most critical period on the industrial 
Defense front, with ship building, housing, 
the new cantonment program, expansion of 
railroads, and of 784 industrial plants and 
other construction being of No. 1 impor- 
tance. 

Northwest to Be Main Source 

“The Office of Production Management 
recently estimated total military and mer- 
chant marine lumber requirements over a 
30-month period—July 1, 1940, to December 


31, 1942—at 8,500,000,000 board feet,” Col. 
Greeley said. “In the World War but 
6,000,000,000 feet was used for the same 
purposes. The Government looks to Oregon 
and Washington for the main supply of this 
basic war material, as it looks to Pennsyl- 
vania and Ohio for steel, and to Michigan 
for tanks, trucks and planes. 


Many New Ships Will Be of Wood 


“In shipbuilding, Mr. Knudsen points out, 
‘the urgency for speed is extreme... . / A 
gratifying start has been made—some new 
ships are already being delivered ahead of 
schedule. On the other hand, it is only a 
start—this program outstrips anything ever 
attempted as to time, volume and complex- 
ity.” 3,400 ships are scheduled for construc- 
tion, and a great number will be of wood. 
What West Coast lumber production means 
to this program may be visualized by the 
fact that no other region can supply the 


large structural timbers required for ship- 
yard construction, or the dense structural 
keels of 70-foot length which are in imme- 
diate demand for emergency shipbuilding in 
yards as far from the Northwest as Miami, 
Fla., or dense vertical grain decking stock 
in lengths of 40 feet and upwards for battle- 
ships. 

“Mr. Knudsen states that Army and Navy 
construction is better than half behind us. 
This one job embodies 44,500 buildings and 
95,000 tent frames and utilities. The work 
on Naval base facilities, air fields and 
storage depots is well advanced, and they 
are expected to be ready for use in large 
part within the next few months if the flow 
of materials to the projects continues. Over 
half of two billion dollars worth of factory 
expansion is accomplished, and sustained 
effort will complete this vast job on sched- 
ule. Defense housing is at last started, with 


(Continued on Page 52) 
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Additional Funds Provided for 
Defense Workers’ Homes 


WasuHincton, D. C., April 28.—The 
Defense housing construction program was 
broadly extended with final congressional 
action on an additional $150,000,000 appro- 
priation for the erecticn of homes to house 
Defense workers and_ enlisted personnel. 
This fund will be allocated within the next 
six weeks. 

Coming almost immediately after Presi- 
dent Roosevelt's action in designating Title 
VI Defense areas, where FHA homes are 
to be built for all workers, within certain 
income levels, living in those areas, the new 
development paves the way for large-scale 
Defense housing activity. 

It was learned exclusively by AMERICAN 
l.UMBERMAN that the major portion of the 
new $150,000,000 appropriation will be 
allocated for housing in the industrial cen- 
ters of New England and the eastern sea- 
hoard, as well as the steel and manufactur- 
ing centers. Lesser sums will be provided 
for other Defense areas. 

Construction under the $150,000,000 fund 
will be in the field of low-cost homes for 
Defense workers in the lower income levels. 
The FHA Title VI Defense areas construc- 
tion, on the other hand, is for workers in 
the income levels between $1,800 and $3,000, 
who, although not necessarily employed in 
Defense industries are nonetheless domiciled 
in the areas of Defense activity. The Presi- 
dent allocated 146 localities in 41 States and 
territories for this purpose. 


Construction of 4,470 Housing Units 
Approved 


At the same time, the President accel- 
erated Defense housing under funds already 
appropriated when he approved construction 
of an additional 4,470 dwelling units in vari- 
ous sections of the country, for industrial 
workers and enlisted personnel. 

The localities and the number of units 
under the expanded program are as follows: 

Vallejo, Calif., 1,600 units; New London, 
Conn., 300; Macon, Ga., 465; Rockford, II1., 
80; Kingsbury-LaPorte, Ind., 400; Bur- 
lington, Iowa, 375; Rolla-Waynesville, 
Mo., 600; Buffalo, N. Y., 300; Jackson- 
Milan-Humboldt, Tenn., 300, and Dumas, 
Tex., 50. 

And it was further recommended that 
private enterprise could provide an ad- 
ditional 7,100 dwelling units, as follows: 
Vallejo, Calif., 1,800; New London, Conn., 
100; Macon, Ga., 500; Kingsbury-LaPorte, 
Ind., 150; Burlington, Iowa, 450; Buffalo, 
N. Y., 4,000, and Milan, Tenn., 100. 

A breakdown of the construction program 
shows that the 1,600 units recommended for 
Vallejo, Calif., are to be of demountable 
construction because of the uncertain period 
of use in connection with Defense activity. 
After the emergency, it was said, such 
dwellings could be salvaged and used for 
low-cost housing in neighboring urban or 
rural areas. The 1,800 units recommended 
for this area would be of permanent con- 
struction. In _ addition, 726 temporary 
dormitory units were programmed for single 
workers, to be built and managed by the 
Farm Security Administration. 

Housing in Milan, Tenn., will be prin- 
cipally for construction workers in the Wolf 


Creek Ordnance Plant now under construc- 
tion. Of the 400 units to be erected, 100 
are to be demountable. In addition, 350 
farmers who were operating on the plant 
site will have to be relocated. 

In the Buffalo area, where 300 units were 
recommended for construction with public 
funds, it was stated that private enterprise 
should be able to supply at least 4,500 dwell- 
ing units during the coming year, with the 
assistance of the FHA and the member 
institutions of the Federal Home Loan Bank 
Board. 

Demountable construction was recom- 
mended for the 600 units in the Rolla- 
Waynesville, Mo., area. No provision of 
public funds is made for housing families 
of officers stationed at Fort Leonard Wood 
in that locality, but it is expected that pri- 
vate enterprise will meet the need of pro- 
viding 300 units. 

In the New London (Conn.) area, where 
300 units are recommended, it was said that 
plans have been completed for the reopening 
of the shipyard of the Groton Iron Works, 
which will probably increase Defense hous- 
ing needs still further. 


Navy and FSA Projects Additional 


In addition to the 4,470 units approved 
by the President, another 100 units were 
approved for families of enlisted and civilian 
personnel at the Naval Station at Key West, 
Fla. Of the 100, 50 will be built by the 
Navy, and the other 50 by private contrac- 
tors under Title VI. 

A temporary shelter program for six 
Defense communities was approved by the 
President. This program calls for construc- 
tion of demountable dormitories for single 
workers, and trailers for families, with the 
Farm Security Administration acting as the 
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managing agency. 

The areas are as follows: Aberdeen, 
Md., 200 units; Allentown-Bethlehem, Pa., 
160; Hartford, Conn., 572; Norfolk-Ports- 
mouth, 248, and Vallejo, Calif., 726. 


Under approval by the President early in 
February, the way was cleared for construc- 
tion of 300 units for families of industrial 
workers at Akron, Ohio. 


Awards of Defense Housing Contracts 


Defense housing construction contracts 
were awarded as follows: 

Georgia, Hinesville, Camp Stewart, 100 
units; to A. Farnell Blair, Decatur, Ga.; 
estimated cost, $325,000. 

Indiana, Jeffersonville, 75 units; to Dun- 
lap and Co. (Ine.), Columbus, Ind.; esti- 
mated cost, $231,900. 

Kansas, Wichita, 400 units; to Hahner & 
Foreman and Walter Armagost Construc- 
tion Co., Wichita, Kan.; estimated cost, 
$1,199,000. 

Louisiana, De Ridder, Camp Polk, 150 
units; to T. Wm. Miller & Sons and Salley 
& Ellis, Monroe, La.; estimated cost, 
$444,500. 

Michigan, Muskegon, 300 units; to Henry 
Dattner, Detroit, Mich.; estimated cost, 
$970,000. 

New York, Sidney, 200 units; to Frank 
W. O'Connell (Ine.), Binghampton, N. Y.; 
estimated cost, $654,500. 

Ohio, Canton, 300 units; to George H. 
Whike Construction Co., and the Gibbons- 
Grable Co., both of Canton; estimated cost, 
$930,000. 

Pennsylvania, Titusville, 200 units; to 
David T. Riffle, of Pittsburgh, Pa.; esti- 
mated cost, $618,000. 

Utah, Ogden, 150 units; to George A. 
Whitmeyer & Sons Co., Ogden; estimated 
cost, $442,000. 

Virginia, Portsmouth, 400 units; to 
Doyle & Russell and Wise Contracting 
Co. (Ine.), Richmond, Va.; estimated cost, 
$1,183,000; and 265 units, to Harry B. Gra- 
ham and O. T. Graham and Co. (Inc.), 
Richmond; estimated cost, $749,000. 

California, Riverside, near Camp Haan, 
125 units, to Reginald E. Campbell, of 
Los Angeles, Calif.; estimated cost, 
$381,000. 

New Jersey, Pedricktown, 100 units; to 
John A. Johnson & Sons (Inc.), Pemberton, 
N. J.; estimated cost, $309,000. 

Pennsylvania, Ellwood City, 100 units; 
to Matthew Leivo & Sons, New Castle, 
Pa.; estimated cost, $301,600. 


Rules for Low-Cost Defense 
Housing Summarized 


WasHIncToN, D. C., April 28.—A sum- 
mary has been prepared by Federal Housing 
Administrator showing the principal differ- 
ences between the rules and _ regulations 
under Section 603 of Title VI, “Defense 
Housing Insurance,” and the present rules 
and regulations under Section 203 of Title 
II of the Act. Defense housing insurance 
is available only in those communities desig- 
nated by the President as Defense areas. 
A list of the areas at present so designated 
appeared on front page of AMERICAN LuM- 
BERMAN of April 19. The Administration’s 
summary follows: 

Paragraph 1 of Section I contains a new 
subsection (g), providing that any mort- 
gagee approved under Section 203 (b) of 
the National Housing Act is approved as 
mortgagee under Section 603 (b) of the 
Act. 

Insurance under Section 603 requires a 
special form of mortgage and note (which 
is now being printed) and a special form 


of rider to be attached to the application, 
which may be obtained from the Insuring 
Office upon request. 

Operative Builder May Be Mortgagor 

There is no requirement that the mort- 
gagor be the owner and occupant and, con- 
sequently, an operative builder may be the 
mortgagor and the amount of the mortgage 
may be in an amount not to exceed 90 
percent of the appraised value as of the date 
the mortgage -is accepted for insurance. 

The dwelling must have been approved for 
mortgage insurance or Defense housing 
insurance prior to the beginning of con- 
struction, in order for the mortgage to be 
eligible for insurance under this section. 
Construction must have commenced subse- 
quent to Jan. 1, 1940. If construction com- 
menced prior to March 28, 1941, the dwelling 
must not have been sold or occupied after 
completion and prior to the issuance of the 
commitment under Section 603. 

The maximum loan for a single-family 
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residence is $4,000; for a two-family resi- 
dence, $6,000; for a three-family residence, 
$8,000; and for a four-family residence, 
$10,500. 

The term of the mortgage must be not 
less than five years, nor more than twenty 
years, and the amortization periods are the 
same as under Section 203, except for the 
elimination of the nineteen (19) year 
period, 


Monthly Payments Start at $7.11 
per $1,000 


The first sixty monthly payments of prin- 
cipal and interest will be substantially the 
same. The remaining payments, beginning 
with the sixty-first payment, will each be 
approximately five-sixth (5/6ths) of the 
amount of the sixtieth (60th) payment. On 
a 20-year mortgage at four and one-half 
(44%) percent interest, the amount of the 
payment on principal and interest for the 
first sixty (60) payments may be computed 
at approximately $7.11 per thousand per 
month and at $5.93 per thousand per month 
heginning with the sixty-first (61th) pay- 
ment. 

Eligible Properties—-The property covered 
hy the mortgage must be located in an area 
in which the President shall find that an 
acute shortage of housing exists or impends 
which would impede National Defense 
activities. 


Single-Family Premiums at Half Percent 


The mortgage insurance premium is fixed 
at three-fourths of one percent (34%), but, 
in the event the property is designed as a 
single-family residence and is sold to a pur- 
chaser whose credit and established equity 
are satisfactory to the Administrator and 
the mortgagee has submitted satisfactory 
evidence that such purchaser is the owner 
and occupant and has assumed and agreed 
to pay the debt, all premium payments 
which become due after approval by the 
\dministrator of such evidence shall be 
calculated at the rate of one-half of one 
percent (14%). 

Debentures in payment of the contract of 
insurance will be executed by the Defense 
Housing Insurance Fund, rather than by 
the Mutual Mortgage Insurance Fund, and 
will bear interest at two and three-quarters 
percent (234%). 

If the unpaid principal obligation, at the 
time foreclosure proceedings are instituted, 
exceeds 80 percent of the appraised value of 
the property, as of the date the mortgage 
was accepted for insurance, there will be 
included in the debentures, an account of the 
cost of foreclosure (or of acquiring the prop- 
erty hy other means) actually paid by the 
mortgagee and approved by the Adminis- 
trator, an amount (1) not in excess of two 
percentum (2%) of the unpaid principal of 
the mortgage as of the date of institution 
of foreclosure proceedings and not in excess 
of $75; or (2) not in excess of two-thirds 
(2/3) of such cost, whichever is the greater. 

Copies of complete Rules and Regulations 
under Title VI of National Housing Act 
may be obtained from Federal Housing 
Administration, Washington, D. C. 
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Appointed Consultant to 
OPM Labor Division 


Wasuincton, D. C., April 29.—Robert 
B. Wolf, of the Weyerhaeuser Timber Co., 
of Longview, Wash., has been named a con- 
sultant to the labor division of the Office 
of Production Management, in a program to 
maintain effective industrial relations and to 
avoid industrial disputes. Sidney Hillman, 
associate ‘director general of OPM, an- 
nounced membership of a committee of in- 
dustry consultants, all of whom are experi- 
enced in industrial management. The con- 
sultants, according to the OPM, are avail- 
able to industries engaged in Defense work 
for advice and assistance in arriving at 
prompt adjustments of disputes without 
work stoppage, or in shortening the duration 
of work stoppages. 





Western Defense Housing 
Under New Co-ordinator 


Wasuincton, D. C., April 28—Louis 
Scarborough has been named assistant 
regional co-ordinator of the Division of 
Defense Housing Co-ordination, it was an- 
nounced by Co-ordinator C. IF’. Palmer. 
Mr. Scarborough will have a permanent 
office in San Francisco, Calif., or Berkeley, 
and will cover the territory including all of 
the United States and possessions west of 
western Missouri, except Texas and the city 
of Tacoma. Mr. Scarborough has had wide 
experience in housing, and was _ recently 
director of State and local participation for 
the New York World’s Fair. 





FHA's Defense Housing 
Activities to Increase 


Wasuincton, D. C., April 28.—Defense 
housing construction projects built under 
the Federal Works Administration with 
public funds are 96.5 percent on schedule 
in continental United States, the FWA 
announced. Including territories and insular 
possessions, where lack of shipping facilities 
has delayed construction, the program is 
92.5 percent on schedule. Although con- 
struction was begun during the winter, the 
program has furnished more than 4,400,000 
man-hours of labor, with reports indicating 
that man-hours on construction will con- 
tinue to increase throughout the spring and 
summer. 





Army to Resume Buying for 
Cantonments 


Wasuincton, D. C., April 29.—Lumber 
buying for Army cantonment construction 
projects will be resumed shortly, when 20 
million feet will be purchased for new build- 
ings at Jefferson Barracks, Mo. 

This was announced by Donald M. Nel- 
son, director of purchases of the Office of 
Production Management, who said further 
that “recent slackening in the demand for 
lumber, and low prices in the lumber trade, 
make the present a favorable time for execu- 
tion of this construction.” 

It is said in some quarters that, with the 
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rapidly increasing armed forces, additional 
cantonment construction will be necessary, 
and that possibly as many as_ twenty-six 
more projects will be required. 

Mr. Nelson pointed to a possible need of 
150 million board feet of lumber, not for 
new cantonment construction but for addi- 
tional building at existing camps and can- 
tonments. 

Procurement plans for the lumber buying 
are still indefinite. However, many of the 
contracts, including the one at Jefferson 
Barracks, will be lumpsum, in which the 
contractor will make his own arrangements 
for the lumber buying. 





Price Agency Opposes Ad- 
vance in Intercoastal Rates 


WasHInctTon, D. C., April 30.—Arguing 
that it would be harmful to National De- 
fense, the Office of Price Administration and 
Civilian Supply filed a brief with the Inter- 
state Commerce Commission protesting 
against a proposed increase in the rates 
charged by steamship companies for trans- 
portation of intercoastal lumber from the 
Pacific to the Atlantic coast. 


The brief, filed by the attorneys for the 
new price control agency, supplements oral 
arguments given before an Interstate Com- 
merce Commission examiner during hearings 
held the latter part of March. The brief 
contended that “a rate increase in inter- 
coastal lumber would be inimical to the 
national economy in the present period of 
Defense emergency.” 


A rate increase from $16 to $17 per 1,000 
board feet on intercoastal lumber shipments 
was requested of the Maritime Commission 
by the steamship companies Feb. 1. The 
Commission subsequently issued an order 
suspending the effective date of the proposed 
rate until June 28, and later jurisdiction in 
the case was transferred from the Maritime 
to the Interstate Commerce Commission. 


In its brief, the price agency stated: 


There is reason to believe that a rate 
increase in Douglas fir shipped intercoast- 
ally would promptly manifest itself not 
only in the delivered prices in the Atlantic 
area, but would communicate its effect to 
the delivered price of southern pine and 
spruce, both of which are sold in compe- 
tition with Douglas fir. 

Since vast quantities of lumber are 
needed for the Government’s Defense pro- 
gram in this area, the cost to the Govern- 
ment would be materially increased. Fur- 
thermore, a specific rise in the price of 
1 basic commodity like lumber threatens 
to create a price spiral such as would 
cause a general inflation. 

If a rate increase would hamper the 
Defense effort either through substantially 
increasing the cost of rearmament or 
through adding to the danger of inflation, 
this Division believes that the regulatory 
body should disallow it, unless absolutely 
required by increased unit cost of carriage. 


The proposed increase, it was argued by 
the price agency, would have the effect of 
forcing consumers in the Atlantic area to 
pay an additional sum of at least $4,000,000 
for lumber in the year beginning April 1, 
1941. Of this $4,000,000, it was estimated 
that the Federal Government, in connection 
with the Defense program, would be re- 
quired to pay at least $560,000. 
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MORE HOMES BEING BUILT 
AND PLANNED 


March Residential Permits 19 
Percent Above Last Year's 


Wasnuincton, D. C., April 28.—The dol- 
lar volume of building construction, as 
measured by permits issued, was 31 percent 
greater during the first quarter of 1941 than 
during the like period of 1940, Secretary of 
Labor Frances Perkins reports. “All types 
of construction shared in the increases,” she 
said. “The gain in new residential construc- 
tion amounted to 23 percent, in new non- 
residential construction to 59 percent, and in 
additions, alterations, and repairs to existing 
structures, to 7 percent,” Miss Perkins stated. 

“March 1941 building permit valuations 
also showed increases for each type of con- 
struction as compared with March of the 
preceding year. The value of new residen- 
tial buildings was 19 percent greater than 
during March 1940, while there was a gain 
of 49 percent in indicated expenditures for 
new non-residential buildings, and a gain of 
12 percent in the value of additions, altera- 
tions, and repairs to existing structures. 
Total building construction increased 26 per- 
cent over the year period. 

“During the first 3 months of 1941, per- 
mits were issued in reporting cities for 
buildings valued at $563,691,000, as com- 
pared with $431,995,000 during the same pe- 
riod of 1940. Permits for new residential 
buildings during the first 3 months of 1941 
amounted to $298,732,000, while total permit 
valuations for additions, alterations, and re- 
pairs amounted to $76,602,000. 

“These data are based on reports received 
by the Bureau of Labor Statistics from 2,- 
154 cities having an aggregate population, 
according to the 1940 census, of 64,264,000.” 





Wood Exteriors Far in Lead 
in FHA Homes 


WasuHincton, D. C., April 28——Wood 
was used most extensively for the basic 
exterior material of new homes accepted for 
mortgage insurance during 1940 by the Fed- 
eral Housing Administration. The percent- 
age of wood was 45.1, compared with 26.8 
percent brick, 10.7 percent stucco, 8 percent 
stucco in combination, 3 percent stone, 6 
percent asbestos shingle, and 0.4 percent 
other materials. 





800 Homes a Day Being Built 
Under FHA 


Wasuincton, D. C., April 28—With 
more than 50,000 new small homes started 
under FHA since the first of the year, the 
rate of FHA building at present is approxi- 
matély 800 homes a day, according to an 
announcement by FHA _ Administrator 
Abner H. Ferguson. 

At least 85 percent of the 50,000 small 
homes are in Defense industrial centers. 
The number of homes started this year is 
more than 20 percent over the 1940 figure, 
and, in some areas, the rate of increase 


ranges from 50 to 100 percent. 

The FHA also announced that moderni- 
zation and property improvement loans 
during the first quarter of 1941 increased 
32 percent in number, and 26 percent in 
amount, over the same period last year. 





Plans Made for Continuing 
FHA Titles | and II 


WasuHiInGtTon, D. C., April 29.—With 
both Titles I and II expiring in July, plans 
are now in the process of formulation for 
new legislation continuing these titles under 
the Federal Housing Administration. 

Title I, which permits the allotment of 
$2,500 loans for modernization and also per- 
mits shorter term low-cost housing loans, 
and Title II, which permits mortgaging on 
existing homes, while not in any case as 
popular as straight new home mortgage 
guarantees, have accounted for a_ rather 
large volume of FHA activity and have been 
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popular both with the construction industry 
and lending establishments. 

Legislation for continuing these titles is 
now being drafted, and will be introduced 
shortly. Passage of the measures is con- 
fidently expected, with no apparent oppo- 
sition. 

The measures do not require any appro- 
priation of funds, merely calling for Con- 
gressional authorization for the Government 
to guarantee loans under the two titles. 





Savings Groups Celebrate 
50th Anniversaries 


There are 154 savings, building and loan 
associations and co-operative banks in the 
United States which will celebrate their 
fiftieth anniversaries this year, the United 
States Savings & Loan League, Chicago, 
reports. Added to those which have already 
passed their golden anniversary in previous 
years and are still in active operation, these 
new half-century-olders make more than 
one thousand out of the six thousand active 
thrift and home financing institutions which 
have served their communities since before 
the depression of the 1890’s. Institutions in 
operation today which were founded in 1891 
are located in twenty-seven different States. 


WASHINGTON NOTES 


TO REVISE WAGE-HOUR RECORD 
REGULATIONS 
WasuHincton, D. C., April 28—A _ pro- 
posed revision and re-codification of record 
keeping regulations issued under the Fair 
Labor Standards Act will be the subject 
of a hearing on May 12 in the Labor Depart- 
ment Building, Room 3229, Washington. 
The revised regulations are indexed and 
codified so that an employer would find in 
any one subsection all the information and 
data which it would be necessary for him 
to keep on any group of his employees 

covered by specific provision of the Act. 





MANY HIGHWAY LAWS ENACTED 


WasHIncTon, D. C., April 28—A survey 
made by the National Highway Users Con- 
ference of State legislation affecting motor 
trucks mentions especially: 

Indiana repealed a controversial tax based 
on tire weight and substituted a schedule of 
increased license fees for trucks. North 
Dakota and West Virginia passed laws 
extending the 1 cent per gallon “emergency” 
gasoline tax in those States. South Dakota, 
Tennessee and Utah passed laws taxing 
diesel and other motor fuels at the same 
rate as gasoline. 

Paramount among laws enacted this year 
regulating sizes and weights of motor 
vehicles is the Texas statute repealing the 
7,000-pound load limit and substituting a 
gross weight of 38,000 pounds for trucks. 
Tennessee increased its legal weight for 
trucks from 24,000 pounds to 30,000 pounds, 
and the Indiana legislature increased both 
the legal weight and length of trucks. Ver- 
mont substituted a weight formula for trucks 
based on sizes of tires instead of the former 


axle weight regulation. 

Unique among State motor vehicle size 
and weight laws is a South Dakota statute 
which permits over-size and over-weight 
truck operations to communities abandoned 
by railroads. This is a reversal of the prin- 
ciple embodied in the former Texas law, 
which allowed trucks to carry double cargo 
weight when operating to or from railway 
stations. 

Arkansas enacted a law regulating itiner- 
ant merchants over the highways, and Wyo- 
ming passed a statute further taxing the 
movement of motor vehicles in caravans. 





DISTRIBUTION AND CONSUMPTION 


“Lumber Distribution and Consumption 
for 1938,” a study by R. V. Reynolds and 
A. H. Pierson of the division of forest 
economics, U. S. Forest Service, has just 
been issued. With the aid of maps and 
graphs it shows the domestic and foreign 
sources of lumber consumed in the United 
States, and volume consumed in each State 
in relation to its production, and also con- 
siders exports. Per capita consumption in 
each State is shown in relation to its timber 
resources, and a map shows the output of 
each State and Canadian Province, with 
softwood and hardwood differentiated. <A 
series of three graphs shows the relative 
ranges of distribution from large and small 
mills of the Northwest, South and North- 
east. Special maps give relative consump- 
tion by States of southern pine and North- 
west lumber, distribution of water shipments 
from the Northwest, and industrial regions 
that bring most of their needs from outside. 
Copies of Miscellaneous Publication No. 413 
are obtainable from the Superintendent of 
Documents, Washington, D. C., for 15 cents 
each. 
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Pioneer Lumber Firm Changes 
Ownership 


CLEVELAND, Ou1o, April 29.—Details of the 
sale of The Teachout Co., wholesale and 
retail lumber and millwork firm with three 
plants here and one in Buffalo, N. Y., to 
the Rock Island Lumber Co., St. Paul, 
Minn., affiliate of the Weyerhaeuser inter- 
ests were completed here today. The busi- 
ness will retain its present name, to which 
“Division of The Rock Island Lumber Co.” 
will be added. 

Approximately $500,000 is being paid for 
ihe Teachout assets and business. The com- 
pany was established in 1873 by Abraham 
Teachout and is said to be one of the oldest 
building material firms in the country. It 
is expected that the entire personnel will 
continue under the new ownership. F. W. 
iisele is general manager. 





Frame Residence Costs 
Following are index numbers of construc- 
tion costs (based on 1926-1929 average as 
100), compiled by E. H. Boeckh & Associ- 
ates (Inc.), Cincinnati, Ohio, covering 
frame residences: 


1926- 

1929 1938 1939 1940 Apr. 

Area— Ave. Avg. Avg. Avg. 1941 
ATTEREA. 65:00:60 82.7 81.6 82.8 88.1 95.2 
Baltimore ..107.2 91.9 93.5 100.1 108.2 
Birmingham .. 91.7 86.3 87.8 92.4 99.2 
BOStOR .2.0c0s6 116.3 104.1 106.2 111.7 120.7 
CICERO 2.00% 109.2 107.9 110.6 117.3 125.4 
Cincinnati .100.5 100.4 103.2 105.9 111.7 
Cleveland .107.2 105.8 106.2 107.8 114.3 
OS eee 103.1 91.2 95.1 100.7 110.3 
Denver . . 95.0 109.0 112.1 110.6 113.1 
Detroit ........103.38 97.1 98.8 103.3 111.2 
Kansas City...100.3 102.5 104.4 109.3 115.9 
Los Angeles... 92.7 89.7 3.6 96.3 104.8 
Minneapolis 92.8 101.2 101.9 106.1 4129 
New Orleans... 93.3 86.3 89.0 97.3 1048.9 
New York City.133.3 118.9 122.1 124.6 12149 
Philadelphia ..100.3 93.8 99.2 103.0 4n9.9 
Pittsburgh ....113.3 112.7 113.8 115.0 1994 
St. ESwie....+- 118.6 104.1 107.0 109.2 4447 
San Francisco.. 87.7 97.7 99.2 100.7 419 5 
Seattle --. 84.5 96.5 96.7 99.0 yo 5 





Experimenting with Urea 
Treatment of Wood Poles 


WILMINGTON, DeEL., April 25.—The accom- 
panying photo shows cross sections of test 
poles used by E. I. duPont deNemours & 
Co., to determine the value of a new urea 
solution to prevent checking and _ splitting 
from drying. 

30th poles are western red cedar and 
both were fresh peeled when submitted to 





a rapid drying process which reduced their 
moisture content from 60 to 23 percent. 
However treatment had been applied to the 
larger, unblemished pole by dipping it in a 
saturated solution of urea for a few seconds 
at 70 degrees F. The reaction of the treated 
and untreated poles to the drying process 
is apparent. 

According to the results of small scale 
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tests the amount of urea required seems to 
be about 10 to 14 pounds per thousand board 
feet. The indication is that urea treated 
wood dries more rapidly than untreated 
wood, and does not check. A large scale 
test is now being conducted by the T. M. 
Partridge Co. at their Troy, Mont., mill. 





Connectors Prove Boon to 
Emergency Shipyards 


WasHINGTON, D. C., April 28.—Many 
industries faced with the job of almost in- 
stantaneous plant expansion to care for new 
allotments of emergency Defense work have 
found pre-fabrication facilities, through use 
of timber connectors, a boon. Shipyards area 
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case in point. The American shipbuilding 
program calls for doubling the capacity of 
yards up and down both the Atlantic and 
Pacific. Prefabricated timber and the con- 
nector system have already been responsible 
for expansion records from a time and cost 
standpoint. The ability of timber to handle 
a big job quickly is illustrated by a new 
folder just released by the Timber Engineer- 
ing Co. Shipyard expansion projects in 
which timber and the connector system have 
played an important part are: California 
Shipbuilding Co., Los Angeles; Seattle- 
Tacoma Shipbuilding Corp., Tacoma; Com- 
mercial Iron Works, Portland; Associated 
Shipbuilders, Seattle; Willamette Iron & 
Steel Co., Portland; Oregon Shipbuilding 
Corp., Portland. 





Op Costs Less to Sege 


the 


HEATILATOR Fireplace 


You don’t have to work so 


hard. You don’t have to talk so long. It costs you LESS 
MONEY all around to sell the HEATILATOR FIRE- 
PLACE. That’s because this nationally-advertised fireplace 
is known and respected from coast to coast. Thousands of 
home and camp owners—some of them in practically 
every community—have proved that the Heatilator’s 
simpler construction gives lifetime, trouble-free service. 


And Hered an Important Potut: 


There's only one grade of Heatilator 
—the best grade. Only one price, one 
quality, one idea to sell—more comfort 


for the home! WRITE TODAY, get com- 


plete dealer facts. 


HEATILATOR, INC. 


785 E. Brighton Ave., Syracuse, N. Y. 
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BIG JOB FOR DEFENSE 


(Continued from Page 47) 
5,424 units completed in 23 localities, 40,000 
ready to start construction, and 72,803 units 
allocated as of March 29. From 28 to 34 
new Army cantonments are projected. About 
10 percent of West Coast production is 
already going into such Defense uses. 


Democracy Fights for Life Against Time 


“The Defense demand upon the industry 
will certainly increase, in both volume and 
for special items of absolute necessity. The 
industry has pledged its resources without 
stint or limit to do its part on the job the 
Government has asked it to do. Al!l-out 
support is asked from the people of the 
Pacific Northwest, on the basis of the fol- 
lowing statement by Mr. Knudsen: 

“Over across the ocean a battle of life 
and death is being fought—in the field, in 
the air, and in the shop. Over here, thank 
God, we have only the battle of the shop, 
but it is just as serious, just as important, 
just as indispensable, that we may not be 
in the same position here. . . . I sometimes 
am afraid that we haven't quite realized the 
seriousness of the battle against time. The 
next four months might be crucial in the 
whole history of the world and if we can 
only save part of a month in these four, 
it might mean everything in our future and 
the future of our children.” 





Increasing Sugar Pine Output 
for Defense Needs 


STANDARD, CALiF., April 26.—Because the 
National Defense program will depend upon 
mills in the sugar pine belt for sugar pine 
pattern and other lumber, J. C. Rassenfoss, 
manager Pickering Lumber Corp., reports 
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that Pickering will make an early start this 
year and that if the demand for its products 
continues, it will make a larger cut than the 
big cut of last year. The preliminary crews 
have been sent to the woods, and the logging 
equipment is expected to go to work, even 
though ground conditions are still unfavor- 
able, due to the exceedingly wet winter. It 
is planned to operate the mill two shifts, 
and, if the Defense Program requires it, 
some extra time may be worked. With the 
exception of the boys inducted into Govern- 
ment service, practically the entire personnel 
in the crews last year will be back on the 
job this year. 

The company has made many improve- 
ments in its logging and other equipment to 
keep it to the most modern standards. Six 
of the largest Diesel logging trucks and 
trailers will be used to move the logs from 
the woods to the rail head, which now is 
some sixty miles from Standard. Each of 
these trucks will haul a carload of logs. It 
will also again use the Modrell truck log- 
ging outfit for logging and bringing logs to 
the rail head. Considerable modernization 
was done on the Standard plant during the 
winter shutdown. Two of the most modern 
automatically controlled dry kilns are now 
being added to the battery of twenty here- 
tofore in use. 





Doors Being Made to 
Quality Specifications 


Tacoma, WasH., April 28.—Having re- 
cently established industry-wide construction 
specifications for factory fitted entrance clo- 
sures, Douglas fir door mills of the Pacific 
Northwest now are manufacturing both 
inside and outside doors in accordance with 
commercial standards. 

The new standard specifies that material 


May 3, 1941 


used shall be of 100 percent old growth 
Douglas fir heartwood, kiln-dried and with 
the surfaces smoothly sanded. Specifications 
also cover inspection and packaging of the 
doors which are scuff-stripped for shipment. 

The quality specifications for fir entrance 
doors, recorded by the Department of Com- 
merce as CS91-41 cover the pre-fit doors 
first introduced two years ago for easy 
installation at home entrances. These doors, 
offered in 27 different designs to harmonize 
with all types of house architecture, are 
trade-marked “Tru-Fit.”. They are manu- 
factured in regular sizes of 3 ft. by 6 ft. 
8 in. and 3 ft. by 7 ft.; thickness is 134 in. 

The standard has been printed in bulletin 
form by the United States printing office. 
Copies of this as well as copies of a catalog 
of “Tru-fit’ door patterns can be secured 
by writing Fir Door Institute, Tacoma 
3uilding, Tacoma, Wash. 





To Kiln Dry Spruce and 
Hemlock for Rail Trade 


SoutH Benp, WasuH., April 26.—Exten- 
sive improvements, including addition of dry 
kilns, a dry shed and enlargement of the 
office building, were started this week at 
the plant of the Raymond Lumber Co. here. 
The work will be completed about July 1, 
according to T. D. Lewis. Most of the 
company’s product is hemlock dimension 
and spruce and hemlock boards and shiplap. 
Hitherto the plant has been limited to green 
lumber production, most of which had to be 
shipped by water. The new facilities will 
enable it to divert much of its production to 
rail shipment, and, according to company 
officials, the installation was hastened by 
the acute shortage of cargo vessels. 


Michigan Vacation Resort Built by Lumber Company 


First built by the late William Mueller, 
Jr. as an ideal lumbering town, Blaney, 
Mich., located on the peninsula between 
Lakes Michigan and Superior has since been 
converted into a desirable vacation resort 
which offers a wide variety of year around 
attractions. 

Blaney Park, the resort, was conceived 
and established by brothers G. Harold Earle 
and Stewart Earle, heads of the Wisconsin 
Land & Lumber Co., Hermansville, Mich., 


ats 


house other phases of vacation life. “New 
Camp 9,” pictured here, is one of the most 
recently constructed units and is designed to 
afford complete and comfortable accommo- 
dations to the traveling public. It takes its 
name from the old logging camp known as 
“Camp 9,” which was located on this site. 
Blaney Park lacks none of the facilities 
necessary to a restful or active vacation. 
A swimming pool, a golf course, a dude 
ranch, tennis courts, facilities for fishing and 
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ment and some of Paul’s accouterments. 

The Park is an ideal headquarters for 
interesting trips to places of natural beauty 
and scenic significance. A short automobile 
ride from the camp takes a guest to the 
shores of either Lake Superior or Lake 
Michigan, to Pictured Rocks, to Big Spring, 
or to the chalk cliffs. 

The comfort of guests is assured by mag- 
nificently appointed and equipped rooms and 
quarters and tasty meals served at the “Inn.” 





which owns the property. The tract con- 
tains 33,000 acres of lakes, streams and for- 
ests with several thousand acres of game 
and bird sanctuaries. 

Many thousands of dollars have been spent 
on this cut-over timberland to convert it 
into an ideal recreational center. Existing 
buildings, including the stately and spacious 
old Mueller homestead, were remodeled, 
modernized and conditioned to receive exact- 
ing guests. New structures were built to 


boating and a private airport are among the 
features of the vacation spot. The new 
playhouse provides an ideal place for music, 
dancing, table tennis, motion pictures and 
a variety of indoor and evening entertain- 
ment. In keeping with the resort slogan 
“The Playground of Paul Bunyan,” Blaney 
Park offers a Paul Bunyan museum of 
logging equipment, and a new structure com- 
pletely fitted out as was the original Paul 
Bunyan camp. It houses old logging equip- 


Accommodations are at five locations within 
the park. They include complete hotel facili- 
ties, groups of housekeeping cottages, and 
over-night tourist cabins. 

Blaney Park is truly what its owner has 
designed it to be—a unique recreational cen- 
ter for people who want sométhing out of 
the ordinary run of resort life. 

Complete information and rates may be 
had by addressing Blaney Park, Blaney 
Park, Mich. 
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What the Associations Are 
Planning and Doing 


Southern Pine Inspection Bureau 
Holds District Meetings 


New Or-eAns, La., Apr. 30.—Local grad- 
ing problems of mill owners and operators 
as well as the viewpoints of members of the 
Southern Pine Inspection Bureau were aired 
in a series of district meetings held by that 
organization during the past two weeks 
preparatory to the annual meeting scheduled 
tentatively for May 28. The district meet- 
ings were held because, under pressure from 
Defense demands, it is not always possible 
for some operators to attend the general 
meeting in New Orleans. 

The district meetings, it is understood, ac- 
complished much in bringing together 
at nearby points operators whose problems 
are similar, making possible the discussion of 
points of common interest that would not 
have been of large enough proportions to 
place before the general meeting. 

The Bureau maintains a force of 75 in- 
spectors, and during the next few weeks 
expects to place them on Defense projects to 
check lumber as it is delivered. It is under- 
stood that to date the performance of mills 
has been quite satisfactory; however, the 
Bureau has been active in making certain of 
shipments up to standard. 





National-American Association 
Announces Program Highlights 


Wasuincton, D. C., Apr. 30.—All that 
remains to make the annual meeting of the 
National-American Wholesale Lumber As- 
sociation complete are minor details. The 
program has been built around Defense, in- 
tra-lumber industry problems, economic 
readjustments, protection of investments, 
holding lumber markets, and with an eye to 
the post-war aftermath. On June 3 and 4 
at the Mayflower, Washington, D. C., a 
number of well known speakers will discuss 
problems of national interest. In addition to 
the address of President J. Arthur Currey, 
the report of Secretary Sid L. Darling, and 
reports of others, some of the highlights 
follow: 

E. R. Stettinius, Jr., director of priorities, 
chairman of Priorities Board, OPM. There 
are few steps in the Defense program of 
which Mr. Stettinius does not have consid- 
erable knowledge. He has asked to be 
placed on the program for an “informal 
talk,” which will be of interest. H. R. Mac- 
Millan, president, Wartime Merchant Ship- 
ping, (Ltd.), Montreal, Que., will also 
speak. Says Mr. MacMillan, “War is the 
greatest creator of social revolution. Woe 

. to the greedy reactionaries.” Brehon 
Somervell, chief, Construction Division, 
Office of the Quartermaster General, will be 
speaking for a major customer of the lumber 
industry. The general’s subject is “Housing 
an Army.” 

Marc L. Fleishel, president, Putnam Lum- 
ber Co., Shamrock, Fla., will address the con- 
vention as president of NLMA, representing 
all the various regionals. The whole story 
has not been told, and more insight can be 


expected by hearing him talk on the sub- 
ject, “Lumber Had a Job To Do, and 
Did It.” Emmett F. Connely, president, 
Investment Bankers Association of America, 
takes as the subject of his address, “National 
Defense and Free Enterprise.” 

Earl M. McGowin, W. T. Smith Lumber 
Co., Chapman, Ala. At the present time Mr. 
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McGowin is acting chief consultant, Lumber 
and Timber Products Unit, OPM. He was 
recently elected president of the Southern 
Pine Association. Mr. McGowin is deeply 
interested in the economic and efficient dis- 
tribution of lumber. “Manufacturer-Whole- 
saler Relationship,” will be this speaker’s 
topic. J. Lou DuPlain’s experience as a 
wholesale distributor of lumber from Rock- 
ford, Ill., qualifies him to speak on whole- 
sale distribution of lumber. “An _ Illinois 
Wholesaler Speaks His Mind” will be the 
subject of Mr. DuPlain’s talk. 

H. R. Northup: the National Retail 
Lumber Dealers’ Association could not have 
done better than to retain the services of 
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In addition to being adaptable to practi- 
cally every type of vertical door, No. 78 
“Over-the-Top” Door Equipment offers these 
other outstanding advantages: Requires only 
214” headroom ® friction brake prevents 
slamming ® extremely low cost installation 
® equipped with automatic opener ® ad- 
justable to various size and weight doors 
@ holds door inside building when open ® 
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equipped .with automobile-type chrome- 
plated handle-lock. These features plus low 
first cost, have made “Over-the-Top” the 
most popular equipment for “upward act- 
ing” doors. Write for further information. 
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Dept. AL Sterling, Ill. 
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SHINGLE SIDING 
It is necessary to seal Nail Holes, Cor- 
ners and Openings around Windows 
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aterproo ° se CALBAR 

COMPOUND. aeeieaenti 
Asbestos Shingle Siding usually requires a 
Brilliant White color or Brilliant Light Gray, 
other colors can also be furnished. Made in 
several Grades, easily applied with Calbar 
Pressure Gun. 


Send for information or order thru your Jobber. 
CALBAR Paint & Varnish Co. 
Manufacturers of Technical Products 
2612-26 N. MARTHA ST. - PHILADELPHIA, PA. 




















Fir and Yellow Pine pickets 
woven with heavily galvanized 


wire. Painted white or green. 
Very popular for yard and gar- 
den. Write today for circular 
and prices. 


ILLINOIS WIRE & MFG. CO. 
Joliet, WMinois 
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FORESTERS — TIMBER ESTIMATORS 
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H. R. “Cotton” Northup as secretary. Each 
branch of the industry is afforded an oppor- 
tunity to present its ideas. Mr. Northup 
can be expected to speak adequately for the 
retailer. His subject will be, “Wholesaler- 
Retailer Cooperation.” Charles R. French, 
director of information, NLMA, Washing- 
ton, D. C., will speak, not particularly in 
behalf of any special interests, but very par- 
ticularly in behalf of lumber. In developing 
the theme of his talk, “My Job—but Your 
Business,” Mr. French will supplement the 
appeal of Chairman Max Myers for more 
and larger subscriptions to trade promotion. 

The convention will be preceded by the 
annual meeting of the board of directors, 
at the Mayflower, 10 A.M., June 2. 
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Southeast Missouri Dealers 
Reelect Officers 


Care GIRARDEAU, Mo., Apr. 28.—Reelec- 
tion of the present slate of officers for the 
coming year, which included reelection of 
the present president for his twenty-fourth 
year in office, featured the annual session of 
the Southeast Missouri Retail Lumber Deal- 
ers’ Association which was held here re- 
cently. The present secretary, W. T. Neth- 
ery, of Hayti, will serve his fifteenth year 
in that position. 

Speakers at the one day convention in- 
cluded: M. D. Grow, Celotex Corp., Chi- 
cago; L. D. Gunn, E. C. Robinson Lumber 








A section of 20 of the 40 Montana lumber dealers who attended the two day advanced course in 

building, finance, and housing sales promotion, conducted in Helena recently by the Montana 

Retail Lumbermen's Association. C. E. McGuinness, loan officer of the Union Bank and Trust Co., 
is leading the group 





Ontario Dealers Meet with 
War Housing Board 


Toronto, Ont., Apr. 28.—A special com- 
mittee of the Ontario Retail Lumber Deal- 
ers’ Association was appointed recently to 
hold a conference with the officials of War- 
time Housing, (Ltd.), who are in charge of 
building operations for the Dominion Gov- 
ernment for housing of wartime employees 
at munitions and airplane construction camps 
across Canada. 


Wartime Housing, (Ltd.), has been created 
by the Dominion Government, and vested 
with the authority and the duty of getting 
the houses constructed in large numbers at 
a cost of between $1500.00 and $2000.00, 
each. Some projects will be prefabricated, 
or partly so, and others will be erected by 
ordinary methods. These are to be rented 
to employees. 





Carolina Dealers Hear Address 
by Merchandising Authority 


Hicu Point, N. C., Apr. 28.—A regional 
meeting of the Carolina Lumber and Build- 
ing Supply Association was held here re- 
cently. In attendance at the gathering were 
lumber and building supply dealers from 
High Point, Winston-Salem, Greensboro 
and the surrounding cities. An invitation 
was also extended to traveling salesmen 
representing building material and lumber 
manufacturers and wholesalers. 

Principal address of the meeting was de- 
livered by Loyal S. Wright, of the National 
Retail Lumber Dealers’ Association, whose 
subject was “Selling for Profit.” 


Co., Kennett; Charles H. Kemper, Kemper 
Lumber Co., Troy, and Alvin Huffman Jr., 
Huffman Brothers Lumber Co., Portage- 
ville. The annual address to the convention 
was delivered by President Charles E. 
Kiefner. 

The speaker at the evening banquet was 
James A. Finch, an attorney of Cape Girar- 
deau. One noteworthy feature of the con- 
vention was the fact that almost one hun- 
dred percent of the membership was in 
attendance. 

Officers who will serve for the coming 
twelve months are: President Charles E. 
Kiefner, Perryville; Vice president J. Lanier 
Byrd, Charleston; Treasurer William Pfef- 
ferkorn, Chaffee, and Secretary W. T. 
Nethery, Hayti. 





Ontario Retail Directors Hold 
Spring Meeting 

Toronto, Onr., Apr. 28.—The directors 
of the Ontario Retail Lumber Dealers’ 
Association held their Spring meeting at 
Toronto on April 18. C. R. Roushorne, 
Windsor, occupied the chair. An interim 
financial report presented by Secretary- 
manager Boultbee showed improvement 
over the corresponding period a year ago. 
He also reported that membership on April 
18 was equal to the total at the end of 1940, 
with good prospects for a substantial in- 
crease. 

The secretary-manager also submitted a 
circular which had been sent to members 
giving a synopsis of the explanations made 
in the House of Commons by the Minister 
of Finance regarding amendments which 
were shortly to be made to the [Excess 
Profit Tax Act. Other reports concluded 
the business of the meeting. 
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National Hardwood Will Meet 
in September 


It has just been announced that the At- 
lanta-Biltmore Hotel will be headquarters 
for the forty-fourth annual convention of 
the National Hardwood Lumber Association 
to be held in Atlanta, Ga., Sept. 18-19. The 
invitation to bring the convention to Atlanta 
was submitted through the Southeastern 
Hardwood Manufacturers’ Club, and sup- 
ported by the further invitation of the Vir- 
ginia-Carolina Hardwood Club. 

It is believed the trend of current events 
will aid in stimulating interest and attend- 
ance. The program will be designed to 
reflect the transcendent importance of world 
events upon the present and future of the 
hardwood industry. 





Philadelphia Lumbermen to Hear 
Appalachian Manufacturers 
PHILADELPHIA, Pa., April 29.—Another 
in the organization’s highly successful series 
of group meetings in hardwood lumber 
centers will be in Philadelphia on May 16 
at Kugler’s Restaurant, according to invi- 
tations sent out by Secretary-treasurer Carl 
H. Clendening, Appalachian Hardwood 
Manufacturers, (Inc.), in cooperation with 
the Philadelphia committee. The Cincin- 
nati officials will illustrate their talks with 
color charts showing the growing use of 
hardwoods in all departments of the building 
industry, and will tell what is being done 
through research to extend the hardwood 

market into new avenues. 
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Coming Conventions 


May 7-9—Producers’ Council, affiliated 
with American Institute of Architects, 
Stevens Hotel, Chicago. Annual. 

May 8-9—Arkansas Association of Lum- 
ber Dealers, Hotel Marion, Little Rock, 
Ark. Annual. 

May 8-9-10 and 12-13-14-15—Committees, 
National Lumber Manufacturers’ Asso- 
ciation; May 8-9-10— Manufacturers’ 
Committee on Lumber Standardization, 
Association Offices; May 12-13—Special 
Committee on Administration of the 
Wage-Hour Law, and Committee on 
Forest Conservation, Mayflower Hotel; 
May 14-15—Executive Committee, Asso- 
ciation Offices, all meetings in Wash- 
ington, D.C. Spring Meetings. 

May 14-16—Board of Directors, National 
Retail Lumber Dealers’ Association, 
Shoreham Hotel, Washington, D. C. An- 
nual. 

May 20-21—Douglas Fir Plywood Associa- 
tion, Winthrop Hotel and Association 
Office, Tacoma, Wash. Annual. 

May 22—Northern Hemlock and Hardwood 
Manufacturers’ Association, Milwaukee, 
Wis. Spring Meeting. 

May 23-24—Arizona Retail Lumber and 
Builders’ Supply Association, (Inc.), 
Flagstaff, Ariz. Annual. 

May 27-28—Associated Cooperage Indus- 
tries of America, (Inc.), Jefferson Hotel, 
St. Louis, Mo. Annual. 

June 3-4—National - American Wholesale 
Lumber Association, Mayflower Hotel, 
Washington, D. C. Annual. 

June 12—National Association of Commis- 
sion Lumber Salesmen, Deshler-Wallick 
Hotel, Columbus, Ohio. Annual. 

June 13—National Forest Products Sales 
Congress, Deshler-Wallick Hotel, Co- 
lumbus, Ohio. 

Sept. 18-19—National Hardwood Lumber 
Association, Atlanta-Biltmore Hotel, At- 
lanta, Ga. Annual. 





South Recommends Representatives 
for Wage-Hour Committee 


New Or-eEAns, La., April 28.—The rec- 
ommendation that P. A. Bloomer, of Louisi- 
ana Long Leaf Lumber Co., Fisher, La., and 
Lee Robinson, Mobile River Sawmill Co., 
Mt. Vernon, Ala. be appointed by Wage and 
Hour Administrator Fleming as representa- 
tive of the southern lumber industry on the 
industry committee for the “Lumber and Tim- 
ber Products Industry,” was unanimously ap- 
proved by representative groups of southern 
pine, hardwood and cypress manufacturers at 
a joint meeting here April 17. 

Mr. Bloomer was recommended by the 
southern pine and cypress divisions of the in- 
dustry, and Mr. Robinson’s name was sub- 
mited by the southern: hardwood group. 
Spokesmen for each division expressed con- 
fidence that these two prominent manufac- 
turers will ably serve the interest of the 
southern lumber manufacturing industry on 
the committee. 

Acting as chairman of the joint meeting, 
C. C. Sheppard, Louisiana Central Lumber 
Co., Clarks, La., chairman of the Southern 
Pine Industry Committee, called attention to 
the seriousness in developments leading to 
the appointment of an industry committee. 
“The Southern sawmill industry is now, and 
has been for the past several months, con- 
centrating its efforts to serve the country in 
its program of National Defense,” said Mr. 
Sheppard, “and the vast amount of needed 
material for the presentation that must be 
made before the Lumber and Timber Prod- 
uct Industry committee during the next few 


weeks places an additional burden on our 
shoulders. However, the Fair Labor Stand- 
ards Act is now law, and one of the pro- 
visions calls for the appointment of industry 
committees to weigh economic facts and de- 
cide upon minimum wages for industry. So 
that an intelligent presentation can be made, 
the three divisions of the southern lumber 
industry—southern pine, southern hardwood 
and southern cypress—should make a co- 
ordinated effort to gather the factual infor- 
mation necessary to substantiate our posi- 
tion when we are called upon for a formal 
presentation.” 

The meeting regarded this procedure as a 
necessary one in order that the Wage and 
Hour Division may have a full and clear 
picture of economic conditions in the south- 
ern lumber industry before the Administrator 
makes any new wage determination. 

The meeting authorized Chairman Shep- 
pard to take the steps necessary to organize 
facilities for gathering factual information 
and to solicit financial support from the in- 
dustry. Included among these assignments 
are the employment of counsel to advise and 
direct the industry presentation in matters 
relating to legal aspects of the case; to call 
meetings throughout the territory; to pre- 
pare for the appearance of witnesses, and to 
consider other matters that may be of help 
to the industry in its procedure before the 
Wage and Hour Administrator and the In- 
dustry Committee which he will appoint. 
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Booth- Kelly 
Douglas FIR 


You'll be glad to back 
this lumber with your 
own recommendation 


An ever-growing number of buyers are showing 
marked preference for Booth-Kelly Lumber. 
The reasons why are plenty and good. This 
all-purpose structural stock is 100% depend- 
able, ideally meeting today’s demand for super- 
quality in building. Tough, strong and sturdy, 
it is cut from our own old-growth big-bodied 
timber, is scientifically seasoned and painstak- 
ingly manufactured in mills modernly equipped. 
Remember, this is CERTIFIED lumber, bear- 
ing the Association marks, which guarantee 
proper grading; and bearing the mark of “20,” 
the Booth-Kelly pledge of wood quality and 
careful manufacture. Let us supply you with 


DOUGLAS FIR 


Dimension _ Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BootliAtell 


TWO MILLS—SPRINGFIELD & WENDLING, ORE 
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The MODERN, EFFICIENT 
and ECONOMICAL Way to 


Apply Calking Compound-- 


SAVES 40° LABOR On 
Every Calking Job 


Streamlined for quick, clean, ef- 
ficient application of Nu-Calk—the 
world’s finest calking. The pioneers 
of practical, efficient calking gun 
loads now give you the PERFECT 
LOAD. 





wee, What a combination! Nu-Calk: the 
See world’s standard of calking quality 
os plus the most efficient and practi- 


port cal calking load on the market. 
CA You can build a growing 

‘ volume that pays you 
steady profits. 














MESSY LIDS 
TO REMOVE 


Hands Never 
Touch Compound 
Easiest Load in 
the World to use. 
Solid Pack—No 
Air Pockets to 

Clog gun with 
dried out, Chunky 

Compound 
Special Air-proofed 
container, practically 
Vacuum packed. 
Smooth, even flow, 
Easy trigger action. 








SLICE OFF 
SEAL IN TOP 




































10% more 
Calking in 
every Load. 


MACKLANBURG- DUNCAN co. 


Manufacturers 


OKLAHOMA CITY, OKLA. 
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Forestry Association Coordinates 
Resources With Defense 


Los ANGELES, CALIF., Apr. 28.—How 
plans for conservation of the country’s nat- 
ural resources are being meshed with the 
Defense program was emphasized at the an- 
nual convention of the American Forestry 
Association which met here recently. 

Conservation of resources by means of a 
three-phase policy embracing timber con- 
servation, watershed protection and water 
control, and erosion prevention were dis- 
cussed. Forestry and timber land problems, 
and related subjects pertinent to the eleven 
western states, dominated the program in a 
predetermined plan to acquaint the more than 
200 delegates from 20 states with the timber, 
national park and forest, water control and 
forest fire problems of the western section 
of the country. The registered attendance 
was 234, with total attendance approximat- 
ing 450. 

The welcoming address was delivered by 
William A. Smith, Los Angeles, chairman 
of the flood control committee of the Los 
Angeles County Board of Supervisors. Mr. 
Smith emphasized forestry and watershed 
problems distinctive to the West. 

Indicative of the widening of the field of 
forestry, he declared that 30 years ago for- 
estry meant almost exclusively the conser- 
vation of woodlands. 

“Today,” he said, “forestry means far 
more. It means conservation of water and 
forests, and not only conservation of water, 
but control of water, preservation of brush 
for watersheds and protection and conserva- 
tion of grazing lands and wild life.” 

A plea for conservation of natural re- 
sources, particularly forests, as a vital back- 
log of the Defense program was made by 
President Rosecrans. “America’s history,” 
said Mr. Rosecrans, “has shown many evi- 
dences of wasteful use of public resources. 
Such a policy is incompatible with any con- 
ception of conservation. A country which 
squanders its basic resources not only will 
find itself indefensible but will, in time, not 
be worth defending.” 

Addressing a luncheon meeting of conven- 
tion delegates, Col. W. B. Greeley, secretary- 
manager of the West Coast Lumbermen’s 
Association, Seattle, Wash., discussed the 
relation of conservation to Defense. 

Col. Greeley explained how the forest 
resources of the United States are being 
enlisted to aid the Defense program, and 
declared the American forest and lumber in- 
dustry is being mobilized along with Ameri- 
can soldiers and sailors in Defense. 

“Management of Private Timber Lands” 
was the subject of a talk delivered by Clyde 
S. Martin, forester for the Weyerhaeuser 
Timber Co. Mr. Martin told of the efforts 
of big lumbering companies to grow trees 
as a long-period crop on cutover lands. 

The fixed policy of the Weyerhaeuser 
Timber Co., Mr. Martin stated, is to grow 
on its own lands the raw materials necessary 
to maintain its position as a producer of 
forest products. He explained that the com- 
pany has already classified and allotted more 
than 400,000 acres in Washington to be used 
as tree farms for growing a new crop of 
timber; that the firm owns 80,000 acres of 
merchantable second growth, and 220,000 


acres of second growth over 40 years old. 

Conservation of timber, water and recrea- 
tional resources dependent upon forest 
growth was the theme of various other 
speakers, with an undertone of Defense re- 
curring in nearly every talk. Among. this 
group of speakers was Frederick P. Champ, 
a vice president of the association, from 
Utah, who talked on “National Parks and 
National Forests in Relation to the Develop- 
ment of the Western States.” 

In his address, ‘Water, the Life Blood of 
the West,” Samuel B. Morris, Palo Alto, 
Calif., dean of the Stanford University 
School of Engineering, stressed the impor- 
tance of forest areas to flood control and 
prevention of erosion, as well as the devel- 
opment of hydro-electric power and irriga- 
tion systems. 

W. C. Mullendore of Los Angeles, vice 
president of the United States Chamber of 








W. B. GREELEY, 
Seattle, Wash.; 
Defense Resources 


Cc. S. MARTIN, 
Tacoma, Wash.; 
Management 


Commerce, was the principal speaker at the 
annual AFA banquet, speaking on the role 
of public lands in the economic and social 
development of the West. 

A third series of talks emphasized the 
relation of conservation to flood control and 
grazing lands. These subjects were treated 
in the following series of papers: 

“Grazing in Relation to Conservation,” 
Albert Mitchell, Albert, N. M.; “Control of 
Major Floods,” Col. Warren T. Hannum, 
division of engineers, United States War 
Department, San Francisco; “Management 
of Agricultural and Grazing Lands in Aid 
of Flood Control,” John F. Johnson, Soil 
Conservation Service, Berkeley, Calif. 

Other speakers emphasized the themes of 
forest fires, outdoor recreation and game 
conservation. Programmed speakers on these 
subjects included S. B. Show, San Fran- 
cisco, regional forester, United States Forest 
Service, who spoke on “The Role of Fires 
in Western Forests,” and Dr. H. L. Shantz, 
chief of the division of wild life management 
of the United States Forest Service, Wash- 
ington, D. C., who discussed “Game Man- 
agement.” 
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Now at the lowest price in history—a roof of fire- 
proof J-M Asbestos Shingles with beauty, color, 
texture and true American Method appearance! 


Here is an asbestos shingle with beauty such as you never 
*K Thousands of squares of Johns- g y y 


as n+ : 
Steele Milnehies Shinai aneanll dreamed possible ina fabricated roofing material! Its tex 
in excellent condition after thirty ture, graining and shadow lines are those of fine wood 
and more years of service. A typical shingles. There are three handsome, colorful blends . . . 
example is the Connecticut home also a white and a gray. Like all J-M Asbestos Shingles, 


illustrated below, built in 1910, and 
roofed with J-M Asbestos Shingles. 


RETA 


the new American Colonials can’t burn or rot ... need no 
periodic maintenance. 


And here’s a surprise! This new Johns-Manville Shingle 
is priced so low...is so economical to apply that roofs 
cost but little more than roofs of far less permanent mate- 
rials! Send for full-color brochure on the new J-M American 
Colonial Asbestos Shingle. Just mail the coupon! 








JOHNS-MANVILLE, Dept. AL-5 
22 East 40th Street, New York, N. Y. “4 
Send mea copy of your new fulkcolor brochure on J-M 


. American Colonial Asbestos Shingles. No obligation, 
4 of course. : 
[Vv] i 
; : EEE a eee eS 2 Fe EE RS on a Me SN ON 
ng lee- 
‘ Address .......... SR CC. OO Me Pee ee 


Another example of Johns-Manville's success in reduc- City 
ing the price of building materials through increased 
production and improved manufacturing methods. 
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Now! A 
COMPLETE 
LINE OF 


Rod Devil 


PAINT CONDITIONERS 


Make fresh paint fresher than fresh 
and old paint new, ELECTRICALLY— 
perfectly condition contents of all 
sizes of cans, in a jiffy, without mar- 
ring can or label. 

The No. 30 RED DEVIL for !/4 pint to gallon cans 


is now offered with rugged permanent base, four 
can adapter, square can adapter. 


No. 34 RED DEVIL for 1/4 pint to quart 
= cans. Fits right on the counter. 


No. 33 RED DEVIL takes from 2 to 5 } 


gallon cans. Triple 3-Way Action. AG 
: Ss 


LANDON P. SMITH, INC., IRVINGTON, N. J. 


U rite for facts and folder 


GLASS CUTTERS + GLAZIERS POINTS + GLASS PLIERS 
PUTTY KNIVES « WOOD SCRAPERS + PAINT CONDITIONERS 
FLOOR SANDING MACHINES + ELECTRIC FENCERS 















The Low Cost 
TOXIC-WATER REPELLENT 
PRESERVATIVE 
Positive protection against Rot, Fungi, 
Termites, Excess Moisture, Etc. 
CLEAN - STAINLESS - PAINTABLE 


Thoroughly tested and proved effective. Used 
by many of the Industry's leaders. 


Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL PRODUCTS Co. 


MEMPHIS, TENN. 





BWAEB BE BBAE GD 


PORTLAND'S 


distinctive hotel 





— 


THE BENSON 


Y Broadway at Oak St. 
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YARD, MILL and OFFICE 


Newsy Notes of Persons and Places 








J. D. Myers, of Worthington, O., of the 
Kedwood Sales Co., San Francisco, was re- 
cently a visitor to the Buffalo, N. Y., market. 


J. E. Harroun of J. E. Harroun and Son 
(Inc.), Watertown, N. Y., wholesalers, is 
visiting lumber centers along the Pacific 
Coast. 

The Port Washington Lumber Co., Port 
Washington, Wis., is constructing a new, 
modern office, with the present area to be 
devoted to display of the company’s prod- 
ucts. 


B. C. Marsh of the James W. Sewall 
Consulting Forestry office of Old Town, Me., 
and Port Arthur, Ont., is overseeing the 
planting of 106,000 White and Red Pine for 
private interests near Squam Lake, N. H. 


Two Buffalo, N. Y., lumbermen returned 
a few days ago from several weeks’ vacation 
in Florida. They are: Orson E. Yeager, 
Yeager Lumber Co. (Inc.), and Harry L. 
Vetter, National Lumber Co. 


Among the Eastern lumber dealers mak- 
ing business trips to West Coast mills at 
present are Douglas B. Jones, of the R. T. 
Jones Lumber Co. (Inc.), North Tonawanda, 
N. Y., and Henry Becker, of the Henrich 
Panel Co. (Inc.), Buffalo, N. Y. 


Recent additions to the Army ranks from 
the West Coast included Jack Duboise, Star 
Lumber Co., Stockton, Calif. He had rank 
of captain in the National Guard, and 
Charles Cross, manager, Truckee-Tahoe 
Lumber Co., Truckee, Calif. He was a 
reserve officer. 


W. E. R. Covell, general manager of the 
Crossett Lumber Co., Crossett, Ark., was 
the principal speaker at the fourth annual 
credit banquet held jointly by the Credit 
Luncheon Club and the Credit Women’s 
Breakfast Club at the Garrett hotel, El 
Dorado, Ark. 


Walter M. Webb, Jr., who has been asso- 
ciated with his father, New England repre- 
sentative of Twin Harbors Lumber Co. of 
Aberdeen, Wash., with offices in Charles- 
town, Mass., has entered the service as a 
second lieutenant in the Coast artillery. He 
reported for duty at Fort Preble, near Port- 
land, Me., on April 22. 


Recent visitors in California included: 
W. W. Woodbridge, manager of Red Cedar 
Shingle Bureau, Seattle, Wash.; Ed Von 
Tobel, Ed Von Tobel Lumber Co., Las 
Vegas, Nev.; Ray Wilde, Pacific Timber 
Co., Everett, Wash.; L. A. Woitishek, 
Woitishek Lumber Co., Las Vegas, Nev.; 
John F. Buchanan, Henry Mill & Timber 
Co., Tacoma, Wash., and John N. Elder, 
Westport Lumber Co., Westport, Ore. 


W. H. Turner, manager of the Willapa 
Harbor Lumber Mills, Raymond, Wash., 
and president of the Pacific Lumber Inspec- 
tion Bureau, yesterday announced the pro- 
tem appointment of Fred T. Hayley of 
Seattle, as  secretary-manager of the 
bureau to succeed Fred W. Alexander of 





Seattle, who died recently. 
superintendent of the bureau for many 
years. Alexander had served as secretary- 
manager for the entire life of the Bureau, 
36 years. He was widely known on Grays 
and Willapa Harbor, where the Bureau 
served most of the mills. 


Hayley has been 





Appointed Sales Manager 


SPOKANE, WaAsu., April 26.—W. J. Burns, 
well known Northwest lumberman, is the 
new sales manager of the Long Lake Lum- 
ber Co., of Spokane. 


He takes the place of 
E. C. Wert, vice 
president ‘and sales 
manager of the com- 
pany, who passed 
away suddenly early 
this year. 

Mr. Burns’ was 
born at Phillips, 
Wis., but came west 





W. J. BURNS, 
Sales Manager 
Long Lake Lumber 
Co., Spokane, Wash. 





to Spokane as a 
youngster, graduat- 
ing from Lewis & 
Clark high | school 
and Gonzaga Uni- 
versity. He went 
to work for the Ione 
Lumber & Pole Co., Ione, Wash., in 1920, 
J. R. Rogers, president. In 1921 he came 
to Spokane with the Wendorf Rogers Lum- 
ber Co. In 1930, when the Rogers Lumber 
Co. was formed and the operation and plant 
of the St. Maries Lumber Co. at St. Maries, 
Idaho, was taken over by that company, he 
became sales manager, with headquarters 
at St. Maries. He maintained his residence 
in Spokane, however. He resigned this 
position to assume his new duties the first 
of the month. 





The Horsfall & Son Lumber Co., Bridge- 
port, Wis., is removing to a new location 
at the junction of highways 18, 36, and 60, 
five miles east of Prairie du Chien. New 
warehouses, lumber sheds, hardware store, 
and an office are being constructed, with 
moving to take place in mid-summer. Al- 
though the main business will be carried on 
in the new location, the yard at Bridgeport 
will be continued as a branch. 


A chartered bus load of Nebraska and 
Iowa lumber retailers visited the plant of 
the Fordyce Lumber Co., at Fordyce, Ark., 
recently. This was an annual visit, spon- 
sored by the Omaha Hardwood Lumber Co., 
northern representatives of the Fordyce 
mill. They were brought to Arkansas by 
the Omaha firm to learn about Southern 
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pine and hardwood. Most of the visitors 
were customers, direct or indirect, of the 
Fordyce Lumber Co. From here the party 
went to Crossett, Ark., to inspect the mill 
and lumber yards there. 





RETAIL YARD CHANGES 


Mason City, Iowa—Paul Grange, for- 
mer manager of the Northern Lumber Co. 
at Klemme, Iowa, nas been appointed mana- 
ger of the company’s yard at Mason City. 

CHARLESTON, Itt.—Andrews Lumber & 
Mill Co. of this city have announced the 
appointment of J. N. Brannah as manager. 
Mr. Brannah comes to Charleston from Ar- 
thur, III. 


Mackinaw, Itt.—New manager of the 
Hunter Lumber Co. at Mackinaw is Milton 
Widholm. 

EDWARDSVILLE, ILL.—Richard J. Stolze is 
the new manager of the Illinois Lumber Co. 
(Inc.), of Edwardsville. He has had previ- 
ous experience in both the Staunton and Ed- 
wardsville yards of the company. 


Lourstana, Mo.—J. M. Campbell was ap- 
pointed manager of the Louisiana Lumber 
Co. of Louisiana, Mo., recently. The ap- 
pointment of the new manager occured with 
the company’s recent celebration of its third 
anniversary. 

CHAPMAN, Nesr.—Roland Norman, for- 
merly of Naponee, Nebr., has taken over 
management of the Chapman yard of the 
Chicago Lumber Company of Omaha. 

Denison, TEx.—Carey Anderson has been 
promoted from the general offices of Lingo- 
Leeper Co. in Denison to the managership 
of the company’s yard in Sherman, Tex. 

SEBRING, FLa.—C. P. Moore, former man- 
ager of the Gordon Lumber Co., at Tiffin, 
Ohio, has assumed his new duties as mana- 
ger of the Townsend Sash, Door & Lum- 
ber Co. 





National-American President 
Visits Northwest 


SEATTLE, Wasu., April 29.—J. Arthur 
Currey, president of the National-American 
Wholesale Lumber Association, has been 
visiting the Pacific Northwest. He was the 
principal speaker at a meeting of the Port- 
land Lumbermen’s Club, and will appear 
before members of his organization in Seat- 
tle. While in Seattle he will also confer 
with Roy A. Dailey, western manager of 
the wholesale group. 





U. S. Forest Service Names New 
Recreation Chief 

WasuinotTon, D. C., April 28.—Appoint- 
ment of John H. Sieker to the position of 
chief of the division of recreation and lands 
in the Forest Service, U. S. Department of 
Agriculture, was announced recently. Sieker 
has been assistant chief of the division for 
nearly two years and acting chief since the 
death of Robert “Bob” Marshall in Novem- 
ber, 1939. 

Sieker’s early field work in the Forest 
Service included that of ranger and forest 
supervisor. Previous to his transfer to the 
Washington office, he had been supervisor 
of the Shoshone National Forest in Wyom- 
ing. He is a graduate of the Yale School of 
Forestry. 
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Lumber Firm Appoints New 


Sales Manager 


PRINEVILLE, Ore., April 26.—C. P. Baker, 
formerly a member of the staff of the whole- 
sale department of the Weyerhaeuser Sales 
Co., Pittsburgh, Pa., was recently appointed 
sales manager of the Ochoco Lumber Co. 
here. He is a graduate of the forestry de- 
partment of the University of Montana. Mr. 
Baker’s family will join him here in the 
near future. 

The Ochoco Lumber Co. is one of the 
newer Ponderosa Pine producing companies 
of the rapidly developing eastern Oregon 
pine district. J. D. Tennant, Longview, 
Wash., is president of the company, W. E. 
Lamm, Modoc Point, is general manager, 
and R. G. Watt, resident manager. 





Former Lumberman Assistant 
to College President 


YELLOw Sprincs, Onto, Apr. 28.—Gor- 
man E. Mattison, former merchandise man- 
ager of the W. H. Sawyer Lumber Co., 
Worcester, Mass., 
has been appointed 
assistant to Presi- 
dent Algo D. Hen- 
derson at Antioch 
Colle ge, Yellow 
Springs, Ohio. 

Mr. Mattison has 





G. E. MATTISON, 
Yellow Springs, O.; 
President’s 
Assistant 





been employed at 
Sawyer’s for 22 
years, working there 
while he attended 
high school and col- 
lege. Starting in the 
yard as tally boy, 
he has been succes- 
sively: office boy, salesman, advertis- 
ing manager, and for the past five years, 
merchandising manager. 

Mr. Mattison obtained an early back- 
ground of experience while he was still in 
college through the Antioch program of 
alternating study with work in industry. 








Expanding Company Plans 


New Headquarters 


BurFao, N. Y., April 26—Plans for the 
construction of a modern office building here 
designed to offer a maximum in functional 
and aesthetic values have been made public 
by the National Gypsum Co. The concern, 
which has absorbed ten other companies in 
the last eight years, will occupy the new 
quarters next fall. 

Wall and ceiling elements developed by 
National Gypsum will be used extensively 
and will provide a display of company prod- 
ucts in actual use. A unique feature will be 
an experimental room open to employees 
who wish to try their hand at working out 
improvements on National Gypsum prod- 
ucts. It will not be connected with the con- 
cern’s regular research laboratory. 

In addition to gypsum plaster and wall 
boards the company produces metal lath, 
paint, insulation boards, rockwool and sound 
control materials. 


CHAPMAN & DEWEY 
LUMBER CO. 


* MEMPHIS, TENN. * 


Manufacturers of “C & D” Brand 


OAK FLOORING and 
HARDWOOD LUMBER 


FROM FAMOUS ST. FRANCIS BASIN 
Wire for quotations 


hat BIRCH 
Our new flooring plant is equipped 


FLOORIN G 
with the most improved type machines. 


You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


&SIWWELLAS 


LUMBER COMPANY 
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& DEVELOPMENT CO., INC. 
ASHLAND, KENTUCKY 


Manufacturers 


Hardwood Lumber, Timbers 





When Coal, Clay and 20,000 Acres of Land For Sale 


( EASTERN KENTUCKY LUMBER | 


and Railroad Ties = 




















Builders’ Commercial Agency 


ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Lies 
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HERE’S WHAT’ 


S NEW 














Claw for Screen Tacker 
Assures Neat, Snug Job 
A reversible claw attachment for the Cro- 
foot screen tacker makes it possible to either 
draw or push screen wire tight for a snug 
fit before tacking. It has been developed 
by the manufacturers of the tacker, the J. B. 





Crofoot Co., Mount Prospect, Ill. The Cro- 
foot tacker has recently been modernized and 
simplified in design. 





Special Sales Arrangement 
for Dealers 


In an effort to add to the list of dealers 
handling “Teco” termite shields, the Tim- 
ber Engineering Co., Inc., is offering a new 
and special sales arrangement to dealers who 
install this line of product in the near fu- 
ture. It is said that demand for the product 
has been created through extensive advertis- 
ing by the company. Complete information 
about the offer is available upon request by 
addressing Dept. KK-5 of the company, 
1337 Connecticut Ave., Washington, D. C. 





Modern Farm Plans Offered 
in New Book 

A new 64-page booklet of complete build- 
ing plans and sketches has been announced 
by the Dierks Lumber & Coal Co., Kansas 
City, Mo. Every type of farm building used 
in any part of the country is treated, includ- 
ing a number of large general purpose and 
dairy barns. Plans for feed troughs, hog 
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scalding equipment, cattle squeezes and mash 
hoppers are also furnished. Each building 
has proven its worth through use under 
actual farming conditions. Another book of 


illustrations and plans of modern homes is 
also available. Either may be obtained for 
25 cents by addressing Dept. AL-1 of the 
Dierks company, Dierks Building, Kansas 
City, Mo. 


New Colored Plastic Trim 

A new extruded plastic trim for use with 
floor and wall coverings has been announced 
by Wilson Metal Products Co., Columbus, 
Ohio. “Plastilite” as it is named, is a syn- 
thetic resin compounded to produce a durable 
and colorful trim. It is not inflammable 
and is said to be unaffected by acids. The 
new trim is available in cap mouldings, table 
and sink top edgings and nosings, exterior 
wall corners and other shapes. A _ folder 
showing the complete line in actual sizes 
and colors is available upon request. 





Develops Low-Cost American 
Method Asbestos Roof 


Designed for low cost construction is a 
new asbestos roofing shingle known as 
“American Colonial” developed by Johns- 





Manville. Being a_ prefabricated _ strip 
shingle the new product facilitates and 
speeds installation. Results of comparative 
installation speed tests were gratifying to 
the manufacturer. The shingles are avail- 
able in a variety of colors and are said to 
possess qualities of durability and beauty. 
Requests for a new full color brochure de- 
scribing the “American Colonial” asbestos 
shingle should be addressed to Johns-Man- 
ville, Dept. AL-5, 22 E. 40th St, New 
York, N. Y. 





New Cleaner Described as 
Soapless Soap Powder 


A new cleaner for washing paint, auto- 
mobiles and for general cleaning purposes 
has been announced by The Savogran Co., 
India Warf, Boston, Mass. The action of 
the new product, tradenamed “Coldfoam” is 
described as unique, as-it cleans by a spread- 
ing, penetrating action. It dissolves instantly 
in cold or hot water and leaves no streaks. 
It is harmless to hands, clothing, paint and 
the surface cleaned. One pound makes 40 
pounds of solution. A free sample may be 
obtained by writing the manufacturer. 


New Waterproofer Suited to 
Variety of Uses 


A new low cost waterproofing compound 
suited to a wide variety of household uses 
has been developed by the Allied Asphalt 
and Mineral Corp., 217 Broadway, New 
York, N. Y. 
The product 
known as 
“U-Mix-lIt,” 
is packaged 
dry, the 
mixing ve- 
hicle deter- 
mining the 
consistency 
and quality 
of the fin- 
ished prod- 
uct. With 
gasoline, ker- 
osene, tur- 
pentine, or 
other solvent 
it forms a low cost paint which may be 
brushed or sprayed. With or without fillers 
such as sand or cement it makes a pliable 
substance for repairing leaky roofs, cellars, 
chimneys, etc. It is extraordinarily adhesive 
and produces substances which will either 
set to great hardness or remain as putty 
indefinitely. 











Gardener's Cart Carries Heavy 
Loads with Ease 


Designed to lessen the drudgery and con- 
tribute to the pleasure of working in the 
yard or garden is a new “Pick-Up Cart” 
designed and manufactured by the Milcor 
Steel Co., Milwaukee, Wis. When tilted 
forward the lip of the hopper lies flat on 
the ground so that debris or heavy objects 
may be loaded easily. Load weight is car- 





ried almost entirely by the wheels and heavy 
burdens throw no strain on the user. The 
cart is constructed of heavy gauge sheet 
steel, securely braced. Further information 
is available from the manufacturer. 





Stain Resistant Bathroom Wall 
Panel in Six Colors 


Announcement of a new porcelain enam- 
eled bathroom wall panel called “Ing-Rich 
Porcelain Wall Panel” has been made by 
the Ingram-Richardson Manufacturing Co., 
Beaver Falls, Pa. It is available in six 
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colors and is said to have all the advantages 
of porcelain enamel itself including a glass 
like surface impervious to ordinary stains. 
Precautions to compensate for inaccurate 
studding have been taken by means of a 
pecial lap-seam expansion joint which per- 
mits ample adjustment. Seams between 
sheets seal water tight. Complete informa- 
tion is available from the manufacturer. 





Sash Lift Is Streamlined by 
Cabinet Hardware Maker 


A new streamlined type of sash lift, said 
hy its manufacturer to be the “first real 
improvement in sash lift design in genera- 








tions,” is being offered by the American 
Cabinet Hardware Corp., Rockford, Ill. The 
new lift, an “Amerock” product, is said to 
provide a positive finger grip for raising 
the window and a comfortable surface for 
lowering. It is easy to clean and available 
in steel or brass in all standard finishes. 
Complete information is available from the 
manufacturer. 


Offers Pretentious Book for 
Aid of Homebuilders 


Recently issued by the United States Gyp- 
sum Co., 300 W. Adams Street, Chicago, 
Ill. is a 125 page revised edition of their 





TO HAVE THE HOME YOU WANT 





book entitled “How to Have the Home You 
Want.” It is designed for distribution to 
Prospective home owners and answers all 
the questions they need to ask. The book is 
fully illustrated and deals with most of the 
technical and non-technical aspects of build- 
ing a home, thereby reducing the possibility 
of customer’s disappointments over unex- 
pected construction details. A second book, 
“How to Modernize Your Home” presents 
the remodeling story in a similar and equally 
detailed manner. A complimentary copy of 
each will be sent to a dealer upon request 
additional copies costing 10 cents each. 


Amemcanfiunberman 


Haulage Equipment Company 
Issues Defense Pictorial 


Vol. 2, No. 6 of the Clark Pictorial, a 
two color magazine type publication issued 
by the Clark “Tructractor” Division of the 
Clark Equipment Co., Battle Creek, Mich., 
is devoted to picturing the role being played 
by Clark gasoline-powered equipment for 
industrial haulage in the defense industries. 
Clark Fork trucks are shown elevating and 
moving piles of lumber as units as well as 
handling airplane motors and raw materials. 

The Clark company declares itself ready 
to aid any industry with material handling 


New Catalog Presents Line of 
Ventilators 


A new blue and silver catalog of Victor 
“In-Bilt” ventilators has been issued by 
Victor Electric Products, Inc., 2950 Robert- 
son Road, Cincinnati, Ohio. The book shows 
a variety of models ranging from the Victor 
“DeLuxe” with a capacity of 800 C.F.M to 
the new popular priced Victor “Champion,” 
which draws 400 C.F.M. from a room. All 
are equipped with exterior weather-tight 
shutters. Other models are suited to panel 
installation in windows and in ceiling ven- 
tilators. A copy of the new catalog may be 
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problems, often a production bottleneck. had by writing to the Victor company. 
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LYCTUS BEETLE, inc- 


with 






lyctus 
"powder pes 


* Latest estimate of government entomologists 


FOUR EASY WAYS YOU CAN DODGE YOUR SHARE OF THIS BILL! 


Beetle damage to your lumber can be controlled, perhaps even 
entirely eliminated. Simply follow these four practical sug- 
estions based on the actual experience of scores of success- 
ul lumbermen. 


1. Inspect yards and storehouses at regular intervals —with 
an ever watchful eye on untreated, stored lumber. 


2. Destroy all debris, favorite breeding spot for insects. 


3. At the first trace of beetle damage, treat the infested lum- 
ber—oldest stock first— with Permasan. 


4. Then treat a// the lumber in your yard with Permasan to 
check further spread of the destructive pests before any. more 
damage is done. 


Permasan will kill “live worms” in infested lumber and 
prevent new infestation of uninfested seasoned wood... 
economically and effectively. Permasan is helping many pro- 
gressive lumbermen cut their share of the lyctus beetle’s 
$35,000,000.00 toll... and it can help you cut yours! 


For information on your specific problems, write for Tech- 
nical Bulletin 0-14. MONSANTO CHEMICAL COMPANY, St. Louis, 
U. S. A. District Offices: New York, Chicago, Boston, Detroit, Char- 
lotte, Birmingham, Los Angeles, San Francisco, Montreal. 


QUICK FACTS ON PERMASAN 
FOR BEETLE CONTROL 


1. Permasan is 5% pentachlorophe- 
nol (minimum), 5% non-volatile sol- 
vent, 90% selected petroleum dis- 
tillate. 


2. Available in 55-gallon non-return- 
able drums or tank cars. 
3. Can be easily applied. 


4. Highly toxic to both larvae and 
adult beetles. 
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HERE’S WHAT’ 


S NEW 














Claw for Screen Tacker 
Assures Neat, Snug Job 
A reversible claw attachment for the Cro- 
foot screen tacker makes it possible to either 
draw or push screen wire tight for a snug 
fit before tacking. It has been developed 
by the manufacturers of the tacker, the J. B. 





Crofoot Co., Mount Prospect, Ill. The Cro- 
foot tacker has recently been modernized and 
simplified in design. 





Special Sales Arrangement 
for Dealers 


In an effort to add to the list of dealers 
handling “Teco” termite shields, the Tim- 
ber Engineering Co., Inc., is offering a new 
and special sales arrangement to dealers who 
install this line of product in the near fu- 
ture. It is said that demand for the product 
has been created through extensive advertis- 
ing by the company. Complete information 
about the offer is available upon request by 
addressing Dept. KK-5 of the company, 
1337 Connecticut Ave., Washington, D. C. 





Modern Farm Plans Offered 
in New Book 


A new 64-page booklet of complete build- 
ing plans and sketches has been announced 
by the Dierks Lumber & Coal Co., Kansas 
City, Mo. Every type of farm building used 
in any part of the country is treated, includ- 
ing a number of large general purpose and 
dairy barns. Plans for feed troughs, hog 


DIBRES LUMBER § COAL COMPANY - KANSAS CIPY, migtopat 





scalding equipment, cattle squeezes and mash 
hoppers are also furnished. Each building 
has proven its worth through use under 
actual farming conditions. Another book of 


illustrations and plans of modern homes is 
also available. Either may be obtained for 
25 cents by addressing Dept. AL-1 of the 
Dierks company, Dierks Building, Kansas 
City, Mo. 


New Colored Plastic Trim 


A new extruded plastic trim for use with 
floor and wall coverings has been announced 
by Wilson Metal Products Co., Columbus, 
Ohio. “Plastilite”’ as it is named, is a syn- 
thetic resin compounded to produce a durable 
and colorful trim. It is not inflammable 
and is said to be unaffected by acids. The 
new trim is available in cap mouldings, table 
and sink top edgings and nosings, exterior 
wall corners and other shapes. <A_ folder 
showing the complete line in actual sizes 
and colors is available upon request. 





Develops Low-Cost American 
Method Asbestos Roof 


Designed for low cost construction is a 
new asbestos roofing shingle known as 
“American Colonial” developed by Johns- 





Manville. Being a_ prefabricated strip 
shingle the new product facilitates and 
speeds installation. Results of comparative 
installation speed tests were gratifying to 
the manufacturer. The shingles are avail- 
able in a variety of colors and are said to 
possess qualities of durability and beauty. 
Requests for a new full color brochure de- 
scribing the “American Colonial’ asbestos 
shingle should be addressed to Johns-Man- 
ville, Dept. AL-5, 22 E. 40th St, New 
York, N. Y. 





New Cleaner Described as 


Soapless Soap Powder 
A new cleaner for washing paint, auto- 
mobiles and for general cleaning purposes 
has been announced by The Savogran Co., 
India Warf, Boston, Mass. The action of 
the new product, tradenamed “Coldfoam” is 
described as unique, as-it cleans by a spread- 
ing, penetrating action. It dissolves instantly 
in cold or hot water and leaves no streaks. 
It is harmless to hands, clothing, paint and 
the surface cleaned. One pound makes 40 
pounds of solution. A free sample may be 

obtained by writing the manufacturer. 


New Waterproofer Suited to 
Variety of Uses 


A new low cost waterproofing compound 
suited to a wide variety of household uses 
has been developed by the Allied Asphalt 
and Mineral Corp., 217 Broadway, New 
York, N. Y. 
The product 
known as 
“U -Mix-It,” 
is packaged 
dry, the 
mixing ve- 
hicle deter- 
mining the 
consistency 
and quality 
of the fin- 
ished prod- 
uct. With 
gasoline, ker- 
osene, tur- 
pentine, or 
other solvent 
it forms a low cost paint which may be 
brushed or sprayed. With or without fillers 
such as sand or cement it makes a pliable 
substance for repairing leaky roofs, cellars, 
chimneys, etc. It is extraordinarily adhesive 
and produces substances which will either 
set to great hardness or remain as putty 
indefinitely. 











Gardener's Cart Carries Heavy 
Loads with Ease 


Designed to lessen the drudgery and con- 
tribute to the pleasure of working in the 
yard or garden is a new “Pick-Up Cart” 
designed and manufactured by the Milcor 
Steel Co., Milwaukee, Wis. When tilted 
forward the lip of the hopper lies flat on 
the ground so that debris or heavy objects 
may be loaded easily. Load weight is car- 





ried almost entirely by the wheels and heavy 
burdens throw no strain on the user. The 
cart is constructed of heavy gauge sheet 
steel, securely braced. Further information 
is available from the manufacturer. 





Stain Resistant Bathroom Wall 
Panel in Six Colors 


Announcement of a new porcelain enam- 
eled bathroom wall panel called “Ing-Rich 
Porcelain Wall Panel” has been made by 
the Ingram-Richardson Manufacturing Co., 
Beaver Falls, Pa. It is available in six 
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colors and is said to have all the advantages 
of porcelain enamel itself including a glass 
like surface impervious to ordinary stains. 
Precautions to compensate for inaccurate 
studding have been taken by means of a 
pecial lap-seam expansion joint which per- 
mits ample adjustment. Seams between 
sheets seal water tight. Complete informa- 
tion is available from the manufacturer. 





Sash Lift Is Streamlined by 
Cabinet Hardware Maker 


A new streamlined type of sash lift, said 
hy its manufacturer to be the “first real 
improvement in sash lift design in genera- 








tions,’ is being offered by the American 
Cabinet Hardware Corp., Rockford, Ill. The 
new lift, an “Amerock” product, is said to 
provide a positive finger grip for raising 
the window and a comfortable surface for 
lowering. It is easy to clean and available 
in steel or brass in all standard finishes. 
Complete information is available from the 
manufacturer. 


Offers Pretentious Book for 
Aid of Homebuilders 


Recently issued by the United States Gyp- 
sum Co., 300 W. Adams Street, Chicago, 
Ill. is a 125 page revised edition of their 





TO HAVE THE HOME YOU WANT 





book entitled “How to Have the Home You 
Want.” It is designed for distribution to 
Prospective home owners and answers all 
the questions they need to ask. The book is 
fully illustrated and deals with most of the 
technical and non-technical aspects of build- 
ing a home, thereby reducing the possibility 
Ot customer’s disappointments over unex- 
pected construction details. A second book, 
“How to Modernize Your Home” presents 
the remodeling story in a similar and equally 
detailed manner. A complimentary copy of 
each will be sent to a dealer upon request 
additional copies costing 10 cents each. 


Amemcanfiunberman 


Haulage Equipment Company 
Issues Defense Pictorial 


Vol. 2, No. 6 of the Clark Pictorial, a 
two color magazine type publication issued 
by the Clark “Tructractor” Division of the 
Clark Equipment Co., Battle Creek, Mich., 
is devoted to picturing the role being played 
by Clark gasoline-powered equipment for 
industrial haulage in the defense industries. 
Clark Fork trucks are shown elevating and 
moving piles of lumber as units as well as 
handling airplane motors and raw materials. 

The Clark company declares itself ready 
to aid any industry with material handling 
problems, often a production bottleneck. 


él 


New Catalog Presents Line of 
Ventilators 


A new blue and silver catalog of Victor 
“In-Bilt” ventilators has been issued by 
Victor Electric Products, Inc., 2950 Robert- 
son Road, Cincinnati, Ohio. The book shows 
a variety of models ranging from the Victor 
“DeLuxe” with a capacity of 800 C.F.M to 
the new popular priced Victor “Champion,” 
which draws 400 C.F.M. from a room. All 
are equipped with exterior weather-tight 
shutters. Other models are suited to panel 
installation in windows and in ceiling ven- 
tilators. A copy of the new catalog may be 
had by writing to the Victor company. 
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FOUR EASY WAYS YOU CAN DODGE YOUR SHARE OF THIS BILL! 


Beetle damage to your lumber can be controlled, perhaps even 
entirely eliminated. Simply follow these four practical sug- 
— based on the actual experience of scores of success- 
ul lumbermen. 


1. Inspect yards and storehouses at regular intervals —with 
an ever watchful eye on untreated, stored lumber. 


2. Destroy all debris, favorite breeding spot for insects. 


3. At the first trace of beetle damage, treat the infested lum- 
ber—oldest stock first—with Permasan. 


4. Then treat a// the lumber in your yard with Permasan to 
check further spread of the destructive pests before any. more 
damage is done. 


Permasan will kill ‘live worms” in infested lumber and 
prevent new infestation of uninfested seasoned wood... 
economically and effectively. Permasan is helping many pro- 
gressive lumbermen cut their share of the lyctus beetle’s 
$35,000,000.00 toll...and it can help you cut yours! 


For information on your specific problems, write for Tech- 
nical Bulletin 0-14. MONSANTO CHEMICAL COMPANY, St. Louis, 
U. S. A. District Offices: New York, Chicago, Boston, Detroit, Char- 
lotte, Birmingham, Los Angeles, San Francisco, Montreal. 


QUICK FACTS ON PERMASAN 
FOR BEETLE CONTROL 


1. Permasan is 5% pentachlorophe- 
nol (minimum), 5% non-volatile sol- 
vent, 90% selected petroleum dis- 
tillate. 


2. Available in 55-gallon non-return- 
able drums or tank cars. 
3. Can be easily applied. 


4. Highly toxic to both larvae and 
adult beetles. 
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BE FIRST 
TO ADD THIS PROFIT 
PRODUCER IN YOUR 
SECTION ... Write Us! 











@ TECO Shields lead new 
trade to you because they’re 
today’s leader in subter- 
ranean termite protection to 
new building wherever ter- 
mites are a problem. 


We create the demand—we 
direct it to you—we give you 
sales making material—and 
(if you act now) you get a 
special dealer deal. 


TIMBER ENGINEERING CO., Inc. 


Dept, KK-5.1337 Connecticut Avenue 
Washington, D. C. 





Timber Engineering Company. Inc. 

Dept. KK-5.1337 C cticut Ave., Washington, D. C, 
Phease send us plete inf tion on TECO Termite 
Shields and give us data on sales arrangement. 
Individual 
Firm.. 
Street 
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THE LUMBERMAN POET 








“THE LADIES" 
Issue of February 10, 1906 


Who toasts the ladies, toasts the best in 
life ; 

lor, be she sweetheart, be she maid or wife, 

‘Tis she who keeps our wayward feet 
aright— 

Though, I admit, she keeps our pockets 
light. 


Each man should have a woman he holds 
dear, 
Have heaven’s own attending angel near. 


It sometimes seems to me that woman dear 


All life’s great mysteries may render clear. 


Who gives our soul, in birth, initial breath? 

Who shuts our tired eyes asleep in death? 

Who lights the way of life, so often drear? 

Who brings the very joys of heaven near? 

And gives us, now and then, a glimpse of 
Hades? 

Your hearts make answer as one hears— 
“The Ladies.” 


NIGHT 
Issue of Feb. 10, 1906 


The arms of night enfold the tired day, 
The heavens light their million little 
lamps, 
And, where the sun beheld the world’s af- 
fray, 
The gentle moon reviews its sleeping 
camps. 


Thank God for night: thank God that men 


must sleep; 
Thank God that men must pause in toil 
for gain— 
For, did they not, their eyes must ever weep. 
For, did they not, their hearts must ever 
pain. 


Thank God for sleep; thank God for night 


and rest; 
I take the balm and press it to my eyes. 
Here I shall slumber, head upon my breast, 


And here, refreshed, behold the new day 
rise. 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








The first vessel to arrive 
at Chicago with lumber 
this season was the pro- 
peller “Willis Vail,” of 
Michigan City, Ind. Her 
load consisted of about 
700,000 feet of No. 1, and 
mill run boards and strips, 


sented: 


the market Thursday at 
$19 and $14.50. 


* * 


We are in receipt of a 
copy of the neat little 
pamphlet issued by 
Messrs. E. C. Atkins & 
Co., of Indianapolis, Ind., 
entitled, “Saws and Saw 
Tools, with suggestions to R. D. 


At the United Associa- 
tions of Lumbermen’s first ber dealers of Wisconsin 
annual meeting at Chicago 
the following were repre- 
California Asso- 
ciation Retail 
Dealers, Lumbermen’s As- the interest was strong 
sociation of Texas, Mis- 
the same being offered in souri and Kansas Retail 
Lumber Dealers’ Associa- 
tion, Nebraska Association Retail Lumber’ Dealers’ 
Retail Lumber Dealers, 
Indiana Association Retail 
Lumber Dealers, North- 
western Lumbermen’s As- 





A number of retail lum- 


gathered at Madison on 
March 25, for the purpose 
of organizing. The attend- 
Lumber ance was not large, but 
and the desire to have the 
organization go ahead led 
those present to form the 


Association of Wisconsin, 
with C. F. Mohr, of Por- 
tage, as president; T. E. 
Brittingham, of Madi- 
son, secretary; Theodore 
Huber, of Watertown, 
treasurer. The officers to- 
gether with the following 
named gentlemen, com- 


lumbermen and sawyers Gribble prise the directory. W. H. 
in the use and care of Angell, Sun Prairie; E. R. 
saws.” Nichols, Whitewater. 
* Ed co 
The utter unreliability sociation, Illinois Associa- * * * 


of the ordinary newspaper 
reporter is well illustrated 


by the statement in a | Association, 
recent issue of Judge that | Lumbermen’s 
“there is to be an alliance Association, 


tion Retail Lumber Deal- 
ers, Wisconsin Retailers’ 


Lock Haven, Pa., April 
6.—A well posted dealer, 


New Jersey | who has collected all the 


Protective | data possible on the sub- 


Union Asso- | ject, says that the river 





of lumbermen for the pur- 
pose of obliging the Gov- 
ernment to purchase all 
superfluous sawdust and 
get up a corner in tooth 
picks.” The trade journals 
have no information of 
any such proposed combi- 
nation. 





ciation of Lumber Dealers. 
The directors elected the 
following officers: Presi- 
dent, R. D. Gribble, Gaines- 
ville, Tex.; first vice-presi- 
dent, G. H. Hooper, San 
Francisco, Calif.; second 
vice president, F. B. Mc- 
Farlan, Cincinnati, Ohio. 





and its tributaries will 
send down this year only 
223,000,000 feet of logs; 
that 175 rafts are down 
already, only 125 more will 
come, and that even this 
quantity will keep’ the 
Williamsport mills sawing 
all the season. 
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[THE BUSINESS RECORD 








e 
Incorporations 
MICHIGAN. Detroit—G. H. West Lumber 
Co., Box 3725, Kercheval St.; $3,000. 
NEW JERSEY. Clifton-—Clifton Lumber Co.; 
$50,000. 
NORTH CAROLINA. Coats—Coats Lumber 


Co.; $50,000. 
TEXAS. Conroe—City Lumber Yard; $4,000. 
VIRGINIA. Clarksville — Clarksville Home 


Crafts, Inc.; $25,000; woodworking plant. 


WASHINGTON. Olympia—Washington Lum- 
ber Co.; $40,000. 
Tacoma — Tacoma Co-operative Plywood; 


$300,000. . 
Casualties 


ARKANSAS. Camden—White City Lumber 
Co. at Cullendale, three miles south of Cam- 
den, had sawmill destroyed by fire, with loss 
of $15,000 to $20,000; mill will be rebuilt. 

MeNeil—MecNeil Lumber Co. sawmill de- 
stroyed by fire, with estimated loss of $18,000 
and approximately $60,000 worth of lumber 
wes burned. Will be rebuilt. 

Rison—C, L. Garner & Sons sawmill burned, 
with loss estimated at $20,000. Lumber yard, 
planer and commissary saved. 

Wilmar—Ozark Badger Lumber Co. had two 
dry kilns and a large lumber shed destroyed 
by fire. with loss estimated at $40,000. hee 

FLORIDA. Jacksonville—R. J. Rivers Lum- 
ber Co. yard destroyed by fire, with loss esti- 
mated at $20,000, partly covered by insurance. 

NORTH CAROLINA. Roxboro—Pope-Blalock 
Lumber Co. plant, together with 3,000,000 feet 
of lumber. five small residences, one loaded 
box car and two cars, destroyed by fire, with 
loss estimated at $60,000. 

OHIO. Dayton—Kuntz-Johnson Lumber Co. 
lumber shed at 1048 Gettysburg Avenue, 
burned: loss covered by insurance. 

Mansfield—Home Materials Lumber Co., a 
Kirkpatrick subsidiary, had 1,750,000 feet of 
lumber and sheds destroyed by fire, with esti- 
mated loss of $100,000. 

SOUTH CAROLINA, Cayce—Lexington Lum- 
ber Co. suffered loss by fire of six buildings 
including sawmill, dry kiln and machinery, and 
about one million feet of lumber, with esti- 
mated loss of $100,000, partially covered. 

TENNESSEE. Dyersburg Bowen Lumber 
Co. planing mill burned, with loss estimated 
between $40.000 and $50,000, partly covered by 
insurance. Will rebuild. 

VERMONT. Jacksonville—Parker-Young Co. 
sawmill burned to ground, with loss between 
$15,000 and $20,000, partially insured. Expect 
to set up portable mill. 

Vernon—Tenney & Smead suffered loss esti- 
mated at $15,000 by fire. 





Business Changes 


ALABAMA. Ozark—Ewell Lumber Corp., suc- 
ceeded here by Pine Plume Lumber Co. 

CALIFORNIA. Laytonville—Helm Lumber 
Co. succeeded by Eel River Lumber Co. 

Pittville—Butte Valley Lumber Co. succeeded 
by Little Valley Lumber Co. 

FLORIDA. Lake Worth—Wiggins Mill suc- 
ceeded by R. E. Small & Co. 

GEORGIA. Ellijay—L. L. Daugherty Jr. & 
Co. succeeded by Soule Lumber Co. 

IDAHO. Boise—General Lumber Co., 2525 
Fairview Avenue, succeeded by Parr Lumber 





ILLINOIS. Coal Valley—Krapp & Lees suc- 
ceeded by Valley Lumber Co. 

Ohio—Connor’s Lumber Yard succeeded by 
Davis & Hopkins Lumber Co. 

INDIANA. Brazil—J. M. Ringo & Sons suc- 
ceeded by Harvey W. Ringo. 

IOWA. Livermore—Rosenberg Lumber Co. 
Succeeded here by Thompson Yards, Inc. 

Rodman—The Royal Lumber Co. has sold its 
local lumber plant, elevator and stock of goods 
to The Quaker Oats Co. 

Stanwood—Franks & Sons succeeded here by 
Glen Ridenour. 

Tipton—McClung-Hedges Lumber Co. suc- 
ceeded by Hedges-Baker Lumber Co. 

KANSAS. Hiawatha—Hiawatha Lumber Co. 
Sold to R. C. Finley Lumber Co. 

KENTUCKY. Madisonville—Service Lumber 
Co, succeeded by Ruby Lumber Co.; stock and 
shop fixtures will be moved to the Ruby plant. 

LOUISIANA. Harvey—Harvey Lumber Yard 
Succeeded by Rathbone Lumber & Supply Co. 

MICHIGAN. Albion—S. A. Wilder & Son 
succeeded by Citizens Lumber Co. 

MINNESOTA. Milaca—Milaca Lumber Co. 
Succeeded by Gipson Lumber Co. 

MISSISSIPPI. Crystal Springs—Acme Lum- 
ber & Box Co., Inc., sold to Southern Lumber 
Products Co. 

NEBRASKA. Arnold—Dierks Lumber & Coal 
Co. of Nebraska sold yard here to Community 
Lumber & Implement Co. 

Greeley—F. M. Spalding Lumber Co. suc- 
ceeded by Greeley Lumber Co. 

Wayne—Theobald Lumber Co. and Wright 
Lumber Co. succeeded by Fullerton Lumber 





Co. and the two yards are being combined at 
the site of the Wright yard. 

NEW MEXICO. Aztec—Hillstrom & Fisher 
succeeded by Big Jo Lumber Co. 


NEW YORK. Buffalo—The Teachout Co. as- 
sets purchased by The Rock Island Lumber 
Co. of St. Paul, Minn., an affiliate of the Wey- 
erhaeuser interests. It is contemplated to 
carry on the business under the present trade 
name. 

OHIO. Cleveland—The Teachout Co., 8800 
Kinsman Road, assets purchased by the Rock 
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Williamsburg—Williamsburg Supply Co. suc- 
ceeded by Clermont Farm Bureau. 

OKLAHOMA. Haskell — Long-Bell Lumber 
Co. yard here sold to J. A. Butts Lumber Co. 
and stock is being moved to the Butts yard. 

OREGON. Mitchell—Evans Lumber Co. sold 
to Hudspeth Sawmill Co. 

Yoncalla—Schieman Lumber Co. succeeded 
by Kruse Lumber Co. 

PENNSYLVANIA. Dushore—Fred Lee saw- 
mill sold to Roscoe Burgess. 

Hickory—McPeak Lumber Co. succeeded by 
Hickory Lumber Co. 

TENNESSEE. Johnson City 
Co. sold to Paty Lumber Co. 

TEXAS. Austin—Albert Gould Lumber Yard, 
1501 East 4th Street, succeeded by Texas Lum- 
ber Co. 

Houston—Pedicord Lumber Co. succeeded by 
Sawmill Sales Co. 

Jermyn—Jermyn Lumber Co. succeeded by 
John H. Tucker. 











Tri-State Sales 





Island Lumber Co. of St. Paul, Minn., an affil- 
iate of the Weyerhaeuser interests. It is con- 
templated to carry on the business under the 
present trade name. 


WASHINGTON. Raymond— Case Cedar & 
Shingle Co. assets sold to Twin Harbor Lumber 
Co., of Aberdeen, Wash. 


All West Coast Timber Products 


Piling = ge fh Timbers 
| | All Lengths 


All Lengths 
All Sizes All Sizes 








cn iit Mixed Cars 
Reliable Large Straight Cars 
Production Yard Stocks 


CAMPBELL-CONRO LUMBER CO., pittock Biock, portiand, Ore. 


Minneapolis Office: Edward Rowlands, 207 Lumber Exchange Bidg. Telephone Geneva 7078. 





rc. 
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Pine Plume Lumber commen] 








201-206 May Blidg., Montgomery, Ala. 


PINE HARDWOODS 


AIR- DRIED or KILN - DRIED : 
SPECIALIZING IN KILN-DRIED POPLAR : 





CYPRESS 





Solid or Mixed Cars of Pine, Hardwoods, Oak Flooring. 


Plants at Goodwater, Ala. 
Notasulga, Ala. 
Ozark, Ala. 





Complete Planing Mill facili- 
ties. Modern Fan-type Cross- 
Circulating Dry Kilns. 
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R-B ROLL-OFF BED rou2Nt2".-- 
MORE DELIVERIES . . . MORE PROFITS 


WHY WORRY about the shorter working WRITE NOW for our FREE TRIAL PLAN and 
hours and higher wages when R-B Roller literature. Or better, give us the Make, 
Equipment will easily triple truck deliveries? Model and Wheelbase of the truck. Let us 
A real spring tonic for the over-burdened suggest and quote on the proper roller 
expense account!! equipment for it. 


Roller equip- 
ment for all 
sizes of Trucks, 
Trailers and 
loading equip- 
ment ready for 
prompt sship- 
ment. 








“a. THE R-B COMPANY ‘“cicica.c: Kansas City, Mo. 























ARISTOCRAT OF STRUCTURAL WOODS 


Our Wiergate Mills, largest 
in Texas, have finest manu- 
facturing facilities to pro- 
duce highest quality Long 
Leaf Lumber. 


With thousands of dealers and build- 
ers this is the favorite stock for finish, 
casing, base, ceiling, siding, mould- 
ings, shiplap, boards. 


WIER LONG LEAF LUMBER CO 


HOUSTON, TEXAS. 
Mills: Wiergate, Texas. 























MANUFACTURERS 


SOUTHERN PINE 
LUMBER 


Specializing in Shed Stock and Boards, One- 
half by Six Poplar Bevel Siding, Mouldings 




















UTHER Bros. 


Dado Head 


Fits any saw mandrel. 
Cuts perfect grooves. 
any width, with or 
ac‘oss grain. Guaran- 
teed to do your work 
satisfactorily. 


Favorites for over 52 years. 
Today. write for catalog of 
complete Huther line. 


Huther Bros. Saw Mfg. Co 


Rochester, N. Y. 
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RELATION OF UNFILLED ORDERS TO STOCKS 


WasuinctTon, D. C., April 28.—Following is statement of seven groups of identical mills 
of unfilled orders and gross stock footage on April 19: 





No. of Mills Unfilled Orders Gross Stocks 

Reporting 941 1940 1941 1940 
Total Softwoods* .......... 385 1,147,446,000 789,866,000 2,973,394,000 3,415,630,000 
Total Hardwoods® ......... 95 82,154,000 64,931,000 354,185,000 424,964,000 
TOON TAO 6oscesesences 466 1,229,600,000 854,797,000 3,327,579,000 3,840,594,000 


Oak and Maple Flooring.... 91 77,950,000 67,351,000 89,440,000 98,429,000 


*Of Northern mills, 14 reported on softwoods, 16 on hardwood unfilled orders; 17 mills 
on stocks. The total number of mills (480) includes 14 northern plants that are in 
both softwood and hardwood subtotals. 


NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WasuinctTon, D. C., April 28.—Following is the National Lumber Manufacturers’ Asso- 
ciation’s report for two weeks ended April 19 and for sixteen weeks ended that date, covering 
mills whose statistics for both 1941 and 1940 are available, and percentage comparisons with 
statistics of identical mills for the corresponding period of 1940: 














Av. No. Per- Per- Per- 

Mills Production cent Shipments cent Orders cent 
TWO WEEKS: Rptg. 1941 of 1940 1941 of 1940 1941 of 1940 
Total Softwoods .. 390 479,037,000 1138 468,567,000 110 492,436,000 112 
Total Hardwoods.. 97 24,692,000 122 23,180,000 12 24,509,000 118 
Total Lumber ..... 470 503,729,000 114 491,747,000 110 516,945,000 112 
Total Flooring .... 80 23,248,000 116 24,090,000 127 29,118,000 173 
SIXTEEN WEEKS: 
Total Softwoods .. 396 3,537,178,000 117 3,758,802,000 119 3,887,275,000 120 
Total Hardwoods.. 98 175,607,000 101 186,144,000 120 183,351,000 104 
Total Lumber...... 476 3,712,785,000 116  3,944,946,000 119 = 4,070,626,000 120 
Total Flooring..... 79 178,276,000 126 164,698,000 124 184,871,000 114 





Census Bureau Prices —1931 to 1939 


Following is a list of average lumber values at the mill, by species, as compiled by the 
Bureau of the Census, starting with 1931 and including the latest data available, for 1939: 


Softwoods: 1931 1932 1933 1934 1935 1936 1937 1938 1939 
Balsam Fir........ $19.34 $19.32 $19.79 $20.27 22.03 23.65 21.82 $20.72 $19.43 
COGRE ccccecocsocns 24.08 24.55 25.91 27.94 29.33 33.33 37.00 36.41 40.68 
CYPPEBB .ccccccece - 30.64 24.62 26.30 30.73 29.51 34.90 36.79 35.14 35.50 
Douglas Fir....... 12.05 10.63 13.57 16.14 15.97 17.67 19.57 17.29 17.91 
Hemlock ....ccc.-6 14.13 12.39 14.27 17.70 18.53 18.85 20.58 18.99 19.39 


Larch (Tamarack). 14.18 10.76 13.34 16.07 16.90 15.90 17.23 16.05 16.80 
Lodgepole Pine.... 14.46 12.45 16.23 16.54 18.27 17.22 16.34 16.85 17.76 








Ponderosa Pine .... 20.48 16.88 18.57 29.51 20.40 21.83 24.53 22.22 22.75 
eee 29.82 24.33 26.29 30.03 29.77 35.01 36.30 36.73 34.56 
eae 23.00 17.73 18.89 21.75 22.09 23.92 25.73 23.72 26.68 
Sugar Pine ........ 28.76 26.26 27.95 27.64 30.03 31.83 34.71 30.16 30.10 
pt Py. eee 14.94 12.23 15.30 15.15 16.17 16.25 18.95 18.22 17.34 
White Pine... .... 24.71 21.58 21.45 23.75 25.66 26.28 29.20 26.77 25.90 
TEHOW FIM .cccccs 16.99 13.32 17.91 21.64 18.24 20.76 22.18 19.01 19.70 
Softwoods ....... $16.74 $13.94 $16.94 $20.05 19.08 21.03 22.97 20.42 20.97 
Hardwoods: 
ME wcccanseveces eae 17.66 17.99 19.16 19.28 21.90 23.07 25.41 24.63 
Fe 41.06 28.74 33.23 39.26 30.02 32.42 37.11 34.30 34.33 
OEE i.tetseees 28.54 23.81 29.19 30.78 32.06 33.70 35.65 32.78 31.94 
EE Siendeiwen dunia 22.93 17.97 22.75 22.93 23.65 23.51 25.08 22.33 22.03 
 ccwlaaeenwee se 30.95 26.26 29.02 30.58 31.92 34.48 36.11 34.72 33.11 
ee eer waves 19.23 24.01 25.06 25.05 31.28 23.00 Biases Batak 
CGE céccecesceee esse 29.28 45.14 39.38 35.66 39.17 45.83 en seats 
CROSENEE .ccccvcce . 22.50 17.87 23.01 23.53 21.96 22.95 24.87 19.88 21.94 
Cottonwood ....... 19.54 16.49 22.18 20.68 20.62 19.22 25.24 22.05 21.41 
Dogwood ....... os 50.00 inant aakets 
TN ccccccccccecs oce Set 19.07 23.09 24.09 25.03 24.48 25.48 23.84 24.54 
Hackberry .......0- 17.67 16.31 21.20 20.08 21.95 24.30 


Hickory ........... 32.65 29.85 26.27 27.92 31.41 33.86 32.12 28.17 26.75 
LOCUSt ..cccceccees eoee 21.31 25.55 22.25 23.13 23.65 38.53 aces SEE 
Magnolia ....cceees eeee 19.84 27.13 27.60 24.27 26.71 29.02 29.67 27.26 
Mahogany .......6. e+e+ 113.10 149.91 130.51 122.67 106.58 126.34 


Maple .........+++. 28.80 22.82 30.51 30.84 30.60 31.67 34.14 32.34 32.51 
Oak ccccccccccccece 27.68 22.84 28.53 27.54 27.15 27.46 29.60 25.41 26.32 
POCAN .cccocccecs eos eoee 21.08 21.73 32.84 27.02 30.28 25.23 ae: aoe 
Gum, Red and Sap. 22.68 °%16.84 23.01 24.70 22.33 *23.85 *26.63 22.43 23.28 
Sycamore ......... 22.40 18.71 22.78 21.52 22.80 24.09 22.75 21.42 22.26 
Tupelo ...cecsscoee 19.05 17.40 22.01 22.70 19.65 21.21 23.31 20.24 22.09 
Walnut ........... 90.44 57.87 77.61 86.60 75.64 74.64 85.10 71.26 63.18 
WI]lOW .cccccccseee cece ene ae 
Yellow Poplar..... 30.02 26.02 29.91 30.01 = 27.78 31.60 25.75 26.98 
Other and not Spec. .... 20.89 102.63 79.12 83.53 80.31 81.90 eer 


Hardwoods ......$28.00 $22.45 $27.81 $28.01 27.09 27.92 30.49 $27.09 $27.66 

















Po eae $18.56 $15.12 $18.55 $21.47 20.43 $22.20 $24.25 $21.45 $21.97 
*Red gum only. 
MISSOURI. Wellington—R. H. Borb of 
New Ventures the Linss & Borberg Hardware store, has onded 
ILLINOIS. Chicago Ridge—H. Lang & Son a lumber yard to his business. 
will open a lumber yard in conjunction with OHIO. Rye Beach—L. M. Wertz will open a 
their coal business at 105th Street and S. lumber and building supply business here. 
Ridgeland Avenue. OREGON. Manzanita — Manzanita Lumber 
MICHIGAN. Dearborn — Lancaster Lumber Co. 
Co., carrying a complete line of lumber and WASHINGTON. Spokane—Coast Lumber & 
building materials, opened at 6345 Schaefer Manufacturing Co. of Seattle has opened at 
Road. N1318 Maple Street, and in addition to a com- 
Galesburg—Tay!or Lumber Co., handling plete line of builders’ supplies will specialize 
lumber and building materials, has opened in sash and doors, store fixtures and cabinets. 
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S Western Pine Summary Cincinnati Lumbermen's Club 
Is PorTLAND, ORE., April 25.—The Western CLUB NEWS Has Annual Banquet 
Pine Association reports as follows on “ ; 
operation of identical Inland Empire and . . INCINNATI, Ox10, April 29.—More than 
- California mills during the two weeks ended Wisconsin Club Elects New 75 couples were in attendance at the annual 
00 April 19: Slate of Officers banquet of the Cincinnati Lumbermen’s 
— mage on ee SS ee CLINTONVILLE, Wis., April 28.—Marshall Club, which was held at the Alms Hotel on 
+4 PR et ye = -. Wallrich, Wallrich Lumber & Fuel Co., April 19. Prior to the dance nominations 
Is on 142,287,000 126,781,000 Shawano, Wis., has been elected president for officers for the coming year were made, 
in aoe eee rg th peed tatters of the Well River Lanberma’s Clb peg a _ is scheduled to take place 
1 Report of 04 Identical ie saan succeed William Piehl. Other officers are a uf H , - 
_ pril 19, pril 20, T 1 Gees Witrene-Shien i sails resident Hagemeyer also announced the 
Unfilled orders 369,213,000 218,457,000 i ee gn, octon Lumber é hs . 
S Gross atecks. .1,143,371,000 1,338,610,000 Co., Bear Creek, vice president; L. K. Peter- development of plans for the annual outing, 
Report of 94 apentont — son, Fullerton Lumber Co., Clintonville, —o is to be held sometime in the near 
” . — oe secretary-treasurer. uture. 
1g Production 935,633,000 794,598,000 
©) BReAS Age «HEME = Golden Jubilee Anniversary of 
Serre ,253,671, 138, H H 
a ae See Memphis Club Pledges Backing 
. — Hoo-Hoo Being Planned of Defense Program 
40 Southern Pine Statistics MINNEAPOLIS, MINN., April 28.—Plans ) 
| [Special telegram to American LumserMan] for the golden jubilee celebration of Hoo- Mempuis, TENN., Apr. 28.—Pledging 
| New Oreans, La., April 30.—Following Hoo are now well under way. The dates themselves to place their personal interests 
: is a summary of reports from southern pine for this annual are October 8, 9 and 10, second to that of Defense and the country’s 
mills for two weeks ended April 26: with the Arlington Hotel in Hot Springs, needs, members of the Lumbermen’s Club 
Average weekly number of mills, 132; Ark., selected as convention headquarters. of Memphis, meeting here recently, adopted 
) a a Two-Weeks A one-day pilgrimage will be made to resolutions commending the manner in which 
' Three-yeear average production* 62,332,000 Gurdon, Ark., the birthplace of the order, the Defense program is being carried out. 
| lt a ecemedlineepaaints ee don'o0g on October 9. Delegates and visitors are The meeting was held at the University 
— Orders received ..........ceeee 69,774,000 asked to plan their arrival to join the pil- Club, and was presided over by Richard H. 
Number of mills, 131; Units,+ 103 grimage. It is announced that the citizens of Bodine, president of the club. 
On Apr. 26, 1941 Gurdon are making elaborate preparations The club will have a golf tournament on 
7” TWNMIGE OPdOTs 2.0. 0s0c0esces 122,947,000 for suitable ceremonies at the Hoo-Hoo May 22, and a night meeting, preceding its 
” apr nem brever ens ragga 276,626,000 Monument, luncheon and entertainment, and regular summer vacation. The play and 
Ov. 1, 1937, to Oct. 26, 1940. = , i i i , 
59 +Unit ig 299,600 feet of “3-year average” the officers of Hoo Hoo have planned a meeting will be at the Colonial Country 
3 production. concatenation for this memorable occasion. Club. 
as 
50 
34 e 
80 
. yagen oervice 
56 
“4 The careful dependable lumber service that Angelina has 
ro offered its customers for the past 54 years is yours today for i Py 3 
90 the asking. Six modern mills to serve you. Latest in dry kiln 
70 equipment and milling machinery. Good stocks of Short Leaf and 
— Pine, Oak, Gum, Ash, Cypress, Gum Veneer, Dimension, 
os Finish, Casing, Base, Mouldings, Oak and Maple Flooring, 
- Oak and Gum Trim, Lath, Woven Wire Picket Fence. Hardwoods 
ef 
03 ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 
“0 KURTH LUMBER MFG CO., Clarksville, Texas ANGELINA HARDWOOD CO., Keltys, Texas 
sgh TROUT CREEK LUMBER CO., Kirbyville, Texas Mills at Ewing, Tex. and Ferriday, La. 
94 TEXAS OAK FLOORING CO., Dallas, Texas 
41 
2 Chicago \ JOHN H. SHOOK LUMBER COMPANY, A. E. BOATRIGHT LUMBER COMPANY, 
54 Representatives: } 110 N. Franklin St., Chicago, Il. 111 W. Washington St., Chicago, Il. 
a - Retail and Industrial Sales Railroad and Car Material 
26 vs 
51 | 
+: NATIONAL DISTRIBUTION 
1.28 . ’ 
» 26 - 
09 { 2 
18 : . 
98 
sh FAST, COURTEOUS SERVICE BY TRUCK and TRAIN 
we Straight or Mixed Carload Shipments 
1.97 
oy PAMUDO PLYWOOD ... DOORS... FRAMES 
of 
act MOULDINGS, SASH & GLASS... WALL BOARD 
na ° 
as LOS ANGELES, California KANSAS CITY, Kansas BALTIMORE, Maryland 
For Orderly ST. PAUL, Minnesota CHICAGO, Illinois NEWARK, New Jersey . 
& spay Me 2 = 
te o the Trade fi] PACIFIC MUTUAL DOOR CO., Wasuinc 
= to the Trade ey WASHINGTON 
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For 44 years the A. DeWeese Lum- 
ber Company has been serving the 
lumber trade. We _ specialize in 
Mixed Cars of high-grade Dimen- 
sion, Boards, Shed Stock, Finish. 
Quick shipments of top-quality 
lumber. 


A. DEWEESE LUMBER CO. 


PHILADELPHIA, MISSISSIPPI 


WHITE PINE [22h 


California White 
Also and Sugar Pine 


° Ced 
Fir Wallboard West’ Cocst Products 


William Schuette Company 


New York 
Office—4i East 42d St. 
















PITTSBURGH, PA. 





OPeR ome a 


SCRIBNER’S LUMBER & LOG BOOK 


Indispensable for lumber merchants, sawmill men, etc., 190 
pages, vest pocket size, giving tables on scantling and plank 
measure, round timber reduced to square timber and round 
logs reduced to inch measure by Doyle’s Rule, log tally ecal- 
culations, and other valuable information. Over 2,500,000 


copies sold. 5 O " 


S. E. FISHER, Publisher 
195 Platt St., Rochester, N. Y‘ POSTPAID 











GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 























'n Boston 


HOTEL KENMORE 


Commonwealth Ave. at Kenmore Square 


@ All Rooms with Tub and Shower 
® Rates From $3.50 © Dinner Music 
@ Write for Historical Map of Boston 


L. E. WITNEY, Managing Director 















FRED C. KNAPP, Portland, Or. 
BUYS AND SELLS 


WESTERN TIMBER LANDS 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., April 28.—With the early 
arrival of spring and a heat wave on Sun- 
day, April 20, that produced a thermometer 
reading of 88.8 to top all records for that 
date and to reach within one-tenth of a 
degree of the highest ever recorded in April, 
came a forest hazard that caused real con- 
cern, and scores of fires raged five suc- 
cessive days, sweeping over ten thousand 
acres to cause a fire loss well over $1,500,000, 
in connection with which came the devastat- 
ing conflagration which levelled 600 build- 
ings at the South Shore resort of Marshfield 
with a loss roughly estimated at $1,250,000. 
In fighting the forest fires last week, the 
men were greatly aided by the equipment 
that had recently been delivered to the State 
wardens by the Federal Salvage Adminis- 
tration. After four days and nights of bat- 
tling by hundreds of regular and volunteer 
fire fighters, and when some of the larger 
blazes appeared to be getting out of hand, 
a welcome heavy rain during the night of 
Wednesday, April 23, brought the desired 
relief. A return of dry weather will create 
a hazard that calls for the utmost vigilance. 


Demand Likely to Absorb All Offerings 


Developments of unusual interest are com- 
ing to the surface daily to convince the 
most casual observer that the demand for 
lumber over a period of months is to absorb 
all offerings. This applies to all native hard- 
woods and softwoods, and most of the staple 
items shipped in here from the South and 
West. At the big lumber terminal in 
Charlestown there is in pile approximately 
15,000,000 feet of West Coast fir and hem- 
lock, of which fully one-third reached there 
by rail from British Columbia, each parcel 
being wire bound and held in bond for trans- 
Atlantic shipment. Within two weeks, 
11,423,896 feet has been landed there for 
local account by two Calmar line ships. It 
is being moved out rapidly by truck or rail 
to the buyers, and a close check indicates 
that less than 15 percent of the local con- 
signments is unsold. Bidding for these 
unsold spot lots is very active, and premium 
prices are the rule. All northeastern spruce 
mills—on both sides of the Canadian line— 
are heavily oversold. Advices from Manila 
reaching Boston as recently as Friday made 
it clear that shipments of Philippine mahog- 
any to consignees on our East coast are 
at an end for the duration of the war, and 
that any future deliveries must be routed to 
the West Coast, thence come by rail to the 
Atlantic seaboard. Imports of African ma- 
hogany logs have ended, as there is no ship 
space available and the normal rate per ton 
of $9 has been advanced to the prohibitive 
level of $50. The supply of mahogany logs 
from Mexico and Central America, by 
water, has been cut off by inability to secure 
ship space. 


Salvage Pine Commons Advanced 


The quarterly revision on April 1 of the 
contract price to be paid the Government 
for its “hurricane” pine as delivered to the 
Eastern Pine Sales Corp., marks the second 


advance since contract for 425,000,000 feet 
was signed last fall at $21 per thousand feet, 
to reach the present level of $25.16. This 
has called for a complete revision of the 
price list of the Sales Corp. effective April 
25, to bring its quotations, to wholesalers 
only, in line with the current market. All 
sizes and dressings of the D select grade 
have been dropped an average of approxi- 
mately $6, while the Nos. 1, 2, 3 and 4 
common have been marked up substantially. 
The Disaster Loan Corp., which supplied 





AN UPCOMING 
PAUL BUNYAN 





This young lumberjack, Richard Byron Stearns, 
Jr., alias Paul Bunyan Stearns, wears a wood- 
man's outfit of shirt, belt, trousers and larrigans 
that was provided for him by his grandfather, 
Owen Johnson, president Johnson Lumber Co., 
Manchester, N. H., and that had been espe- 
cially tailored to fit. While the young lumber- 
jack has a workmanlike grip on his axe, there is 
no definite claim that he felled the tree on the 
stump of which he stands. And maybe he used 
the water in that jug to quench the pipe, to his 
greater comfort. 





the $13,000,000 for salvage work following 
the 1938 hurricane, looks hopefully to the 
rising tide of lumber values as a means for 
recovering the loan in full, with enough left 
over to yield the remaining 10 percent to 
owners of logs, who had received 90 percent 
of their value upon delivery to the Govern- 
ment at the log ponds. 


WEST COAST WOODS — Distributors 
here continue in a strong price position, 
as spot supplies of unsold lots at the 
terminals are close to the vanishing point. 
Receipts by water at Boston in April will 
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approximate 12,000,000 feet, and compare 
with the March tally of 5,204,000 feet, and 
1,939,369 feet in April one year ago. Two 
Calmar Line boats arriving in April 
dropped 10% million feet. They carry 
steel to the West Coast and return with 
lumber, which accounts for their continu- 
ance in the intercoastal trade from which 
many other boats have withdrawn. Avail- 
able ship space on the West Coast is taken 
up well into June. A close estimate of 
the volume of shipments being diverted 
from water to all-rail, places it at 40 per- 
cent of the whole. Quotations on transit 
lots of dimension fir by water are either 
full list, or at a discount of $1 from page 
i8, with hemlock $1 cheaper. Sales of 
spot lots on the docks here are at full 
list, with an occasional lot going at $1 
over. The supply of unsold spot boards 
is scant. Most sales of No. 2 boards are 
very close to $37. There are quotations as 
high as $38.50, but we hear of no trans- 
actions at that figure. For No. 3 the range 
is $33.50@34.50. Most sales to retail yards 
are in carload lots for all-rail delivery. 
Neither buyer nor seller is interested in 
making commitments at current prices for 
mill shipment lots for loading when ship 
space is available. 


EASTERN SPRUCE—The current supply 
of spruce at operating mills is far below 
current demand, and May output of larger 
mills is covered by orders. Delivered 
prices are very firm, and have apparently 
been stabilized at March level. Most sales 
of smaller sizes of dimension, 2x3-, 4- and 
5-inch are at $39, with the 6- and 7-inch 
at $41; 8-inch, $44; 10-inch, $47, and 12- 
inch, $49. The random sizes are $1 under 
dimension, and there are small-mill offer- 
ings at slightly lower. Most mill yards 
are clear of boards of all widths. An 
unusual ecall has developed for 1%4- by 
2-, 3 and 4-inch, with sales at $42 for 
random lengths; $43 for stocks, and $45 
for all-16-foot lengths. The call for 1x2- 
and 38-inch bundled furring for use in 
barracks and low-cost housing is pressing. 
Slabs that usually go to the lath machines 
must yield every furring strip possible to 
supply current needs, hence supply of lath 
at most mills is low. Cargoes of spruce 
random and dimension from Maine and the 
Provinees are in small volume, and bring 
$37@38, delivered at shore points north 
of the Vineyard. 


LATH AND SHINGLES—Demand for 
spruce lath exceeds the supply. There are 
offerings from small mills as low as $3.85 
for the 1%-inch, but most sales are at $4 
to as high as $4.10, and the 1%-inch 
usually bring $4.50. Demand for and sup- 
ply of eastern white cedar shingles are in 
close balance, with prices steady at $3.95 
for standard brands of extras, $3.75 for 
clears, $3 for 2nd clears, and $2.75@2.90 
for clear walls, delivered at Boston rate 
points. There have been freer sales of 
West Coast red cedars, but it is difficult 
to place orders with mills for the Perfec- 
tion grade, as they are heavily oversold 
and many shippers have temporarily with- 
drawn from the market. Prevailing de- 
livered prices range $4.64 to $4.76. For 
the 16-inch XXXXX No. 1, price range is 
narrow at $3.31@3.36, with the No. 2 show- 
ing some selling pressure at $3.24@3.36, 
and No. 3 at $2.85@2.93. 


EASTERN HARDWOODS—AIl of the 
larger and modern mills in the Adiron- 
dacks and Pennsylvania have their cur- 
rent and prospective production covered 
by orders, chiefly from the woodworkers 
and furniture plants, and some larger 
mills have been diverted to special De- 
fence woodwork. Prices take a wide 
range from the lows quoted for small- 
mill air dried product to that of the larger 
operators. There have been sales here of 
FAS 8/4 maple, delivered, at $107.50, and 
of No. 1 common and select 8/4 at $77.50. 
The maple heel shops are picking up all 
lots offered at around $74@78, even to 
the point of buying from local retail 
stocks. A local yard last week took in a 
carload of FAS inch birch at $100, de- 
livered. Premium prices prevail for most 
items where delivery can be assured. 


PINE BOXBOARDS—The call for inch 
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round edge from the box shops is limited, 
as many of the larger buyers are well 
supplied from the product of hurricane logs 
bought from the Salvage Administration 
and sawed during the winter at Govern- 
ment mills. For inch square edge the 
price situation is complicated by the ad- 
vance, effective April 25, by Eastern Pine 
Sales Corp., made necessary by the quar- 
terly revision of the base price to be paid 
the Government under its contract for 425,- 
000,000 feet, largely No. 3 and 4 common, 
all square edge. The latter is the box 
grade and in the new price list takes an 
average advance slightly above $2. The 
price for rough 1x4-inch delivered at Bos- 
ton rate points moved up 50 cents to 
$32.50. The 6-, 7-, 8- and 9-inch are now 
quoted at $36.50; 10- and 11-inch, $37.50. 
Dressed and matched boards are held at 
$35 for 4-inch, $36 for 5-inch; $39 for 6- 
to 9-inch, and $40 for 10- and 11-inch. 
The regular operators are quoting slightly 
under these figures though the tendency 
is to standardize the market close to that 
level. Inquiry for this box grade is in- 
creasing sharply. 


NEW YORK, N. Y. 


Retail lumber sales continue to be dis- 
appointing. Larger yards, which represent 
a very small percentage of the total number 
of dealers in the New York area, are enjoy- 
ing a very nice volume, most of which is in 
connection with the Defense program. Also 
the hardwood yards report good business for 
the same reason. But the smaller yards, and 
there are over four hundred in this class in 
the five New York boroughs, are all com- 
plaining about their sales. Wholesalers who 
cater to small-yard business are bringing in 
pool car shipments for dealers who would 
normally take a full car of each item. 

SOUTHERN PINE—Demand for regular 
items of longleaf still holds up, and mills 
report order files very satisfactory. Prices 
remain firm. Prices on North Carolina 
roofers continue to slip, however, and 
dealers are inclined to refrain from buy- 
ing heavily. Last week some wholesalers 
reported substantial sales to railroads. 

WESTERN PINES —Continued heavy 
Government buying has_ strengthened 
prices on Ponderosa as well as Idaho and 
sugar pines. Some wholesalers report 
they are experiencing difficulty in get- 
ting orders filled. Local dealers, how- 
ever, who bought heavy earlier, still 
have good stocks. 

WEST COAST—There seems to be little 
difficulty in getting fir in this market, 
and terminal storage yards report large 
stocks. Rail shipments are increasing 
rapidly, and there were rumors during 
the past week that the transcontinental 
rail rate will shortly be considerably low- 
ered. Prices remain about unchanged. 

SPRUCE—Dry spruce is still unobtain- 
able. A large quantity of high quality 
Virginia spruce was offered in this mar- 
ket recently and snapped up fast. 

HARDWOODS — Certain species and 
items are becoming verey hard to obtain, 
especially white oak, which at present 
is in heavy demand. The Government, 
through the W.P.A., seems to be buying 
large quantities of hardwood, but deal- 
ers’ assortments are being depleted and 
it is becoming more difficult to keep 
stocks well assorted. Fortunately, most 
dealers at the beginning of the year put 
in extra stocks. Prices are very firm. 


Baltimore. Md. 


NORTH CAROLINA PINE—Demand has 
again begun to show gains, and quotations 
are slowly recovering their strength. 
Sales for cantonments and slum-clearance 
have declined with completion of projects, 
but consumption in home building and at 
box factories is increasing, and local yards 
are kept very busy. 

LONGLEAF PIN 


(Continued on Page 72) 
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HOW THEY DRIVE—WHAT THEY D0_. 
Without impairing their lead caps 
in any way, these nails drive di- 
rectly through unpunched lapped 
steel roofing sheets, seal the nail 
holes with lead and make a sheet 
metal roof water-tight, protect it 
from rust and add years to its 
normal life. 


Samples on request. Ask your 
jobber for prices. 














ACTUAL SIZE 
Standard 14%” 
Lead Head Nails 
88 to the pound 









Branch plant at 
Birmingham, Ala. 


Dickson Weatherproof Nail Co. 


America’s Largest Producer 


of Lead Head Roofing Nails 


Evanston, Illinois 
















Soft Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 


RATION 
LUM ERNONIA, OREGON 








SULLIVAN LUMBER CO. 


i OREGON 


& H e So FACTORY 
on ae 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 29 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 








W.T.SMITH LUMBER C0. 


YELLOW PINE & HARDWOODS 
Chapman WV PANE Vol. beet: 
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Arkansas Shortleaf 
PINE tentenete 


ORDER FROM 























When you order from Fer- 
guson you draw on the 
ample stocks of many mod- 
ern mills located in a re- 
gion famous for quality tim- 
ber. Mills with up-to-date 
machines and scientific seas- 
oning equipment. You'll find 
Ferguson lumber 100% good. 
That's what other buyers 
have found through our 47 
years’ service to the lumber 
trade. Let us quote on your 
needs or fill an order for 
you. 


West Coast Cedar Closet 


Yellow Pine 


Hardwoods Products Lining 
Cypress Treated Lumber Grain Doors 
Car Material Hardwood Veneers 
Plywood Flooring Shingles 


W. T. FERGUSON 
LUMBER CO. **wo.” 








NDU re 


LUMBER LUMBER. CO. Inc.| 


ELIZABETH, LOUISIANA 










YELLOW PINE 


Timbers, chemically treated to 
prevent stain. 








Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
-and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 
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Seattle, Wash. 


WEST COAST WOODS-RAIL—Prices are 
firm. Mills have large files of Defense 
orders, and are choosy about accepting 
new business. During the week end, the 
Government placed an additional 10,000,- 
000 feet of boards and dimension for quick 
shipment to Hawaii among four or five 
local mills. Demand from the middle West 
continues sluggish. Dry boards, especially 
inch, are scarce, and dry dimension is get- 
ting into low supply. Many feel that 
uppers are not showing greater strength. 
Some car material items are moving. 


INTERCOASTAL— Demand is_ strong, 
with prices unchanged, but no space can 
be had. In fact all trading starts with the 
question: “Can we get space?” Space must 
be arranged for 30 days in advance. 


CALIFORNIA—Good demand continues. 
Considerable lumber is moving from Wil- 
lapa Harbor and Portland in small ships. 
Prices are unchanged. 


SHINGLES—The No. 1’s are oversold, 
the No. 1 perfections, badly. Stocks of 
other items are normal. In the past fort- 
night, surplus stocks of No. 2 XXXXX 
have been considerably reduced. Produc- 
tion is up 10 percent. The trend in prices 
is upward. No. 1 XXXXX and No. 3 
XXXXX are 5 cents stronger than they 
were a fortnight ago, and No. 1 perfec- 
tions are about 10 cents higher. Royals 
are little changed, No. 2’s probably being 
a little weaker. 


LOGS—A small quantity of hemlock logs 
is being purchased by sawmills; these are 
carefully selected and bring about $3 over 
the pulp price, or $16-17, and are prin- 
cipally No. 2 grade. Large quantities of 
fir logs are moving; prices are unchanged. 


San Francisco 


LUMBER CHARTE xe 
of ships, the Pacific coast charter market 
has been exceedingly quiet. In the Aus- 
tralian trade, lumber rates remained at 
the high level of between $45 and $50, but 
with no bookings noted at the latter 
figure. Space was scarce. Cessation of 
regular service to South Africa during 
April resulted in lumber quotations of $75 
to $85, which were purely nominal. E/ast- 
bound intercoastal offerings are larger 
than can be handled, with lines trying to 
apportion space equitably among shippers. 
Lumber continues to move in heavy vol- 
ume, but shipments are not enough to 
meet requirements. Withdrawal of three 
Luckenbach ships for entry into trans- 
Pacific trade made more acute the short- 
age in intercoastal space. 


COASTWISE MOVEMENT—The Pacific 
Lumber Carriers’ Association reports the 
movement of 95,281,800 feet of lumber dur- 
ing March, 1941, compared with 70,320,300 
feet in February, and 74,721,700 feet in 
March, 1940. The February, 1941, distribu- 
tion was as follows: 








Feet 

i SOR oe sc aa a6 oe ee ei 22,696,200 
POO CED bk sis crv ewes emake oe 2,323,000 
PE DEER 6 ck ce ete ee erwe ees 338,000 
Sars oor ee eee 527,000 
re .. era ore r ce 57,704,000 
er ee er 11,693,600 

TIL, oc bald ard o Gene Menke stern eine 95,281,800 


The March, 1941, movement to Los Angeles 
was up 15,254,900 feet from February; to 
San Francisco, up 3,228,100 feet, and to 
San Diego, up 4,156,500 feet. Fifty-four 
steam schooners were reported operating 
on Pacific Coast at middle of April. Forty- 
seven were in coastwise, and seven in off- 
shore trade. Thirteen were reported laid 
up. 

DOUGLAS FIR—California demand on 
the whole has shown little change, with 
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such special items as clears and struc- 
tural decidedly firm, and yard items a 
little soft. Prices are a bit easy. De- 
fense buying for local camps is about over, 
but Government buying continues to some 
extent for projects in Panama and other 
places. Increased activity in construction, 
stimulated by the Defense program, is 
noted. California yard stocks are reported 
about normal. 


REDWOOD—Demand and prices con- 
tinue strong. Currently mills are finding 
it almost impossible to make prompt ship- 
ments of dry stocks. Shortage of all items 
is reported and may continue for some 
time. Tank and vat stock is in active 
demand in all fields, due to Defense de- 
mands on steel. While the redwood export 
market has not been very active, prices 
have held firm, as in the domestic market. 
A shipment of 1,000,000 feet of lumber is 
reported dispatched for Panama and 750,- 
000 feet is scheduled to leave soon for 
New Zealand. The South American mar- 
ket is very quiet. 


CALIFORNIA PINES — Ponderosa mills 
have heavy order files and badly broken 
inventories. Current demand is very good, 
and prices are firm. Box lumber is scarce, 
a definite shortage being registered, and 
with little chance of it being made up. 
Continued stormy weather has delayed 
woods operations in some areas. 


Tacoma, Wash. 


WEST COAST WOODS—With ship space 
still at a premium, operators are concen- 
trating on the railroad market for immedi- 
ate-delivery business. Prices are good and 
mills are getting just about all of the 
business of this character that they can 
handle. Meanwhile Defense orders are ac- 
cumulating, and mills are rapidly becom- 
ing surfeited with Government orders. 
Specialty plants are operating at capacity, 
and report the outlook excellent. The 
shingle market is still off. Good weather 
is stimulating woods operations through- 
out the area, and log supply is keeping 
pace with production. 


Kansas City, Mo. 


SOUTHWESTERN MARKET — Resump- 
tion of lumber purchases by the Govern- 
ment featured the last ten days. Railroads 
also were heavy buyers of material to 
condition their rolling stock. The price 
of lumber in this area was about un- 
changed. There are some surplus items 
appearing in southern pine, but there still 
is a shortage of desired items. Shipments 
are going ahead in good order. Weather 
conditions have been a little more favor- 
able, although rains in the southern part 
of the district have hampered operations. 


SOUTHERN PINE—A good demand con- 
tinues for most items, but the current 
order file has not expanded. Inquiry is 
large. Flooring and finish showed some 
weakness. While mill assortments are in 
fair shape, it still is difficult to find 2x4- 
inch, 16-foot and 2x10-inch, 14-foot No. 2 
dimension and 8-inch No. 3 boards except 
at bigger mills. No. 1 and better items 
are in surplus at most mills. 


WESTERN PINE—Demand still is 1n 
excess of production and mill stocks are 
now badly broken. Selects and No. 4 com- 
mon were said to have stiffened in price. 
Nos. 2 and 3 common are scarce. Yard 
stock is moving better than shop, it was 
said. Some mills are unable to promise 
early shipment, because of having heavy 
order files. ; 

OAK FLOORING—Except for No. 1 and 
better shorts and No. 2 shorts, the market 
was a shade easier. There is a scarcity 
of these two items. Residential construc- 
tion is stepping up throughout the dis- 
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trict, and there is a big call for key items. 

HARDWOODS—A slight increase in the 
price of hardwoods, averaging about 50 
cents, was made by a number of operators. 
There is a shortage of dry lumber and 
demand is strong for all items except 
flooring. Furniture factories in the area 
are humming, reporting the biggest back- 
log in years. 

SHINGLES—The market continues 
strong. The big mills have raised prices 
a little, and small mills are holding to re- 
cent advances. Shortages of No. 2 and 
No. 1 items are reported, while No. 3’s are 
not plentiful. Some operators are over- 
sold on No. 2 and No. 3 items for several 
weeks. The cedar siding market is steady 
and unchanged. 


Louisville, Ky. 


SOUTHERN HARDWOODS—The market 
continues in excellent shape, with a num- 
ber of items stronger, and no weakness 
in anything. Demand is good, while dry 
stocks of many items are _ relatively 
scarce, and production has been light, due 
to unfavorable logging conditions. Fur- 
niture demand has been good, and there 
has also been a very fair movement into 
the interior trim, planing mill and build- 
ing industries. 


Spokane, Wash. 


INLAND EMPIRE PINES—Demand has 
Sslackened somewhat, but is good. Indus- 
trial orders have shown an increase the 
last two weeks. Order files are lengthen- 
ing. Prices show little change and are 
said to be steady. Orders generally are 
being shipped in 30 days, as it is possible 
to use new stock now becoming air dried. 
Warm and dry weather is hastening sea- 
soning. The woods are so dry that fear 
of forest fires is already felt. Green yard 
stock, which in the past has largely gone 
by boat through the Canal, is now going 
by rail, partly because of shortage of bot- 
toms, and partly because of the uncer- 
tainty of the West Coast labor situation. 


Shreveport, La. 


SOUTHERN PINE—Buying is mostly for 
filling in. Retailers are holding off. Mills 
are beginning to accumulate small stocks. 
However, because of unfavorably wet and 
difficult weather for logging all spring, 
there is not at mills as much stock as 
there ought to be. Quite a bit of lumber 
is moving, and the outlook is for the de- 
mand to grow heavier. 


SOUTHERN HARDWOODS—The market 
is strong. Floods make it difficult to get 
logs to the mills. There is hardly any dry 
hardwood available anywhere in this sec- 
tion. Items of thick gum are especially 
Searce and both plain and quartered 6/, 
8/ and 10/4 have advanced. The mills are 
doing their best to take care of old cus- 
tomers but are having to turn down most 
new business. 


Houston, Tex. 


SOUTHERN PINE—Buying continues in 
good volume, though rains have delayed 
construction. Prices have had a tendency 
to decline, despite the fact that mill stocks 
are badly broken, and it is difficult to place 
badly mixed orders. Logging is handi- 
capped by the rains. No. 2 shiplap, 1x8- 
and 10-inch can be purchased at $28@30, 
mill, and No. 2 dimension, 2x4-inch, 16- 
foot, runs $29@31, mill, with other items 
in proportion. The retail yards are buy- 
ing only actual needs, but a considerable 
volume. South Texas is busy on Army 
camps and emergency industrial plants. 
Railroads continue to purchase a large 
volume of car and maintenance material 
and several have inquiries out for grain 
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tion’s Lumber Centers 


doors. There are some inquiries for ex- 
port timbers, and for some two million 
feet of No. 2 lumber. 

HARDWOODS — The market continues 
firm. Mills are making a desperate effort 
to build up assortments, for many items 
are in so very short supply that it is diffi- 
cult to purchase these in any volume. Oak 
flooring has shown softness and most 
items are off about $5. 

SHINGLES AND LATH—Shingles have 
advanced about 5 cents a square. There 
is a strong demand for fence lath and 
prices are firm. 





Memphis, Tenn. 


SOUTHERN HARDWOODS—Sales con- 
tinue to soar and prices generally are bet- 
ter than they have been for some time. 
The buying is coming from a large variety 
of industries, especially furniture and box 
and crate plants. Sap gum appears to be 
in greatest demand with many millions 
of feet going marketward. Sales of FAS 
4/4 air dried stock have been recorded at 
$47 to $51; No. 1 common 4/4, either air 
or kiln dried, is $41@42. Cotton- 


. wood FAS 4/4 is selling at $43@45; No. 1 


4/4 at $32. Flooring oak (red and white 
mixed or red alone) has been selling at 
around $36, $32 and $23 west of the Missis- 
sippi River but, because flooring mills in 
Memphis have had adequate stocks, prices! 


(Continued on page 72) 
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Lumber buyers in all parts of the country 
have learned that Twin Harbors Lumber 
Company is an ever-dependable supply 
source of Pacific Coast Woods, Western Soft 
Pine, Southern Pine and Hardwoods. 


Cargo Sales: Portland, Ore. 


Branch Office: Boston, Mass. 
MAIN OFFICE: ABERDEEN, WASH. 
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Factory Lumber, Industrial Items, Finish, 
Plywood, Timbers, Shingles, Siding. Care- 


fully manufactured in modern mills. 


Rail Sales: Seattle, Wash. 


Branch Offices: 
Chicago, Ill. 


Waco, Texas 





MANUFACTURERS and 
WHOLESALERS of 














Jack Ray 


HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


Yellow Pine and Hardwoods 


Timbers, Rough and Dressed, up to 18x 30-40 .. . Plank 

..- Dimension ... Boards... Flooring .. . Kiln-Dried Finish 

.. . Ceiling . . . Siding . . . Railroad and Car Material. 
Material from both mills Grade-Marked if desired 


ADDRESS INQUIRIES TO BOX 139, MONTGOMERY. ALABAMA 











southern 


D 

1x4 rift— 
+ aad . 68.25 65.00 : 
eoeewees 56.00 *56.00 16 
ee seceece 39.50 *39.51]18 


B&better.. 49.41 48.79 
Flooring, 2 to 8-foot 


1x3 rift— 
pe netter. 57.05 


B&better.. 41.26 40.23 


Drop Siding, Stand- 
B&better.. 41.67 *40.00 
Cc 


B&better..*51.48 


Assorted patterns 


West East; 


Side Side 
Flooring Standard 
Lengths 
1x3 rift— 
2& > or 52? 7 7 
sRbetter.. ores 111. | B&better.. 
As ne 38.50 42.00):¢ 
1x3 flat 
grain— 
B& bette I 0.73 49.61 
nema 46.68 45.13 
errr re 34.95 33.44 


grain— 


rea wenelaee 46.03 44.94 
errr ee 33.89 35.00 


End Matched 


als ah ty 0G *50.88 


grain— 


ie atecela 37.49 37.00 
eee ere 25.92 *28.04 
1x4 rift— 
B&be tter..*52.00 
Ceeweees 47.50 
ee ere *33.25 


— 


Re Lengths, 1x6” 


j— 


Ceresweoe 40.47 *41.00 
vez eine o's 37.15 *36.25 


Seeenese 49.00 *43.98 
39.25 *38.00 
m. waves 3.04 29.98 
3 e810 25.25 





B&better.. 57.83 48.25 
irewaatiee 52.30 43.25 
Piakaawe 38.72 34.53 

1 . 44.45 ae 
2 33.25 29.90 | 
3 28.25 *24.37 


Ceiling Standard 


Surfaced Finish 
Standard Lengths 


Inch ee 


Rough Finish, 
Standard Lengths 


5&8/4 thick— 
-8 


Casing ana mene 
Standard Lengths 


1x4 
1x5&10 ... 
No. 1 inten & 
Standard Lengths 


Plaster Lath 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices on as : 
pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales made _Seattle, Wash., April 25.—C t ( 
in the period of Apr. 18-23, but where prices for this period were not available, prices for the tions f.o.b. mill on Douglas fir items in mixed 
month to date have been inserted and starred (*): 
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DOUGLAS FIR 





nt quota- 


ears for rail shipments direct to the trade 
appear below: 











RED CEDAR SHINGLES 


Seattle, Wash., April 
on red cedar shingles, f.o.b. mills, are: 


25.—Average prices 


ured on Johnson City origin: For }}-inch 
stock, $8; for %-inch, $4; for %- and j¥- 


be aos be Best Vertical Grain Flooring 
Shiplap and =» seamed Bé&btr. Cc D 
No. 2 . ao 
Boards, Std. Lgth. Ts 2 Dimension A ecu ata en eee $47.00 $40.00 $33.00 
1x4 mG a 26.51 23.79 12 & 14. 29.76 95.75 Flat Grain Flooring 
DOD. wsscun 30.67 27.84136 Meo Ee ee Bere seeeee++ $36.00 $35.00 $31.00 
2 1x8 ere t 31.63 28.28 18 & 20 33.59 31.88 DW G<ctkeesaetomene 42.00 41.00 32.00 
tH en aa gt 22 & 24...*33.00 ee Drop Siding 
BEES... $6.91 32.16)3x6 ; 1x6 Pat. No. 106....$41.00 $40.00 — $31.00 
No. 3 Shiplap and |12 & 14... 28.54 26.20 | 1x6 Pat. No. 116.... 41.00 40.00 31.00 
Boards, Standard 16 Seinen 28 6 27.97 Ceiling 
Lengths ee 29.97 31.50 
ee 9.86 19.96080 .6.0550 SOGG E646 0 FOR cccisccceccces $33.00 $31.00 $22.00 
1x6 Reh. & 22 & 24 48.14 *36.15 DE wsnceeeerenanes - 35.00 34.00 26.00 
S1S/S4S. 23.99 21.92 2x8 ad Boards and Shiplap 
ae CM... 26.10 33. 12 & 14... 28.89 27.76 1x6 1x8 1x10 1x12 
acces 35.75 S3.47R6 -....-- Si31 38.58 | Mo. 2 ....988.00 $28.00 $28.00 $30.00 
1x10 ..... 25.62 23.50]18 & 20... 32.44 31.50 | No, 2 .... 25.00 25.00 25.00 25.00 
1) ee 26.53 23.66/22 & 24... 38.00 *32.75 | No. 3 17.00 17.00 17.00 17.00 
2x10 i i 
aie 12 & 14... 32.33 28.65 “ 1D — a ‘a - 
— ree 31.73 28.90 
ss inde eee ff eee. ek eee ere $26.50 $26.50 $27.50 $27.50 $27.50 
sei TE TERR BS Hes 
— = 28s vii >. x Me stedewe . x 3 a ‘ 
No. 1 Dimension 12 & 14... 31.68 30.25 os) ee 27.50 27.50 28.00 28.00 28.00 
2x — ee 32.13 30.00 PRES 6c 0esees 28.50 28.50 29.50 29.50 29.50 
2 r 33.77 Bia 5 cree 33.39 *33.25 
+ & 14. . 65 oo ae 4 tpetiee: 33:36 ani: No. 1 Rough and/or Surfaced Timbers 
18 & 20... 36.87 35.00)22 & 24... 44.00 .... 4x4 to 4x12-inch planks 20 feet one ” 
22 & 24 43.00 *38.5 ss SNOPLEr, SED .cccesecsscececvesccececs . 
ox6 beeen” ~* ° Under, 12x12 20 ft. and shorter .............. 22.50 
2 i = 
12 & 14. 31.84 29 a eo ee rrr ere 24.50 
eae 32.23 30.98 [4x6—8x8..*37.50 .... 
“) Saas 34.71 + 213&4x10 ...*43.50 .... 
Be ch cap 34.21 5x10--10x10*43.50 .... 
22 & 24... 42/50 *3842 |Shortleat— OAK FLOORING 
2x8 3x4&4x4... 36.36 29.75 
12 & 14 33.03 29.98 ]4X6—8x8.. 32.44 827.58 Following are current quotations on oak 
| ee 33.40 29.30 B&4x10 ... 38.38 £34.00 | fooring in carlots, f.o.b. Memphis and John- 
WS wwe eee 35.00 a; s0xt0 ray Zs *32.00 | son City, Tenn., and Alexandria, La., as points 
a ee ee sx12/12xi3 41.00 *40.33 | Of Origin: 
ey § 22 98 5 soe 
og all Rtas $X2%" 431%” %x2” %x1%” 
2x10 No. 3 Dimension Clr 
: p ca ’ . qtd. wht....$90.00 $72.00 $70.00 $66.00 
- Septcaante s 36.81 a EE Clr. qtd. red... 80.00 65.00 65.00 65.00 
1d wees eee Seren pees «ee oes 23.34 20.00 | Sel. qtd. wht.... 72.00 58.00 54.00 52.00 
16 ....... 42.60 34.58 )2x6 ...... 20.88 19.00 | Sel. qtd. red... 72.00 60.00 55.00 55.00 
18 & 20... 44.72 *38.82 [2x8 12121! 23.89 19.00 | Cir. pin. wht.... 73.00 58.00 54.00 46.00 
22 & 24...*57.00 *45.56 2x10 ee 23.85 ae Cir. pln. red.... 73.00 59.00 53.00 47.00 
2x12 2) See 26.95 1 Sel. pln. wht.... 70.00 56.00 43.00 44.00 
12 & 14... 42.84 *38.21 ” Sel. pln. red.... 70.00 58.00 45.00 44.00 
Oe in ueieas 43.49 35.87 bp aee, eae BAe" No. 1 com. wht.. 64.00 51.00 40.00 40.00 
| ae 44.17 *41.17 1x4, 8 #47.25 No. 1 com. red.. 64.00 51.00 40.00 40.00 
. _ eeieese 48.75 35.75 |)34° 91111! 54.12 55.00 | No. 2 com...... 45.00 38.00 35.00 32.00 
22 & 24... 50.00 35.75 lix4" 10117: 55.00 #5275 i%ex2” %x1%” x2” 
tad ; 24 q 
A egy: og deel ~ Roce Miz, | | ee $78.00 $75.00 
B&better & Sel Common él ta d 75.00 73.00 
1x6, 16....*49.00 ....|1x4, 10... .*35.00 Serer Sel. by oat Rail 8i ei piereieie'e 63:00 60.00 
* Or - 4 ° © Wee ccc ccccece . s 
1x6, 18.. DL. %66.25 1x6, 10.... 44.25 .... Sel atd red. aereewbetes 63.00 60.00 s6c80 
’ _  — ae . I : 
ae ee ee 65.00 61.00 62.00 
Oe Wa ecsiccceces 58.00 54.00 60.00 
WEST COAST LOGS eS er 60.00 54.00 60.00 
| Seattle, Wash., April 25.—Average prices mG. 1 GOM. Waticccccces 57.00 52.00 52.00 
of logs are as follows: <i : ue . GORE. TOE. 20. ci cece iid ss. Pe - 00 
wy Ho. i, - No. 2, -20; o. 3, oO. COMeccccccceces ee z 
| $13-14; Peelers No 1, $37-39; No. 2, $29-30. . 
= : et ° New York delivered prices may be euentend 
| $3 $30 Cedar Shingie logs, $15-17; lumber ‘logs, by adding to the following differentials fig- 
Hoslock: No. 2&3, $13.50. 
| 
| 





_ WESTERN RED CEDAR gene 


Seattle, Wash., 


April 25.—Prices for red 


Chicago delivered prices may be obtained 
by adding to the above the following differ- 





| cedar siding in mixed cars, new bundling. | @Mtials figured on Memphis origin: For 1 - 


8 to 18 foot, f.0.b. mills, remain as quoted in | inch stock, $6; for %-inch, $3; for %- and 
issue of Dec. 14.—EDITOR. fs-inch, $3.50. 











m——Illinois 


PONDEROSA PINE 
Selects S2 or 4S— 


1x8 
ah ge aay it 50 
> “Sener 59.68 
Shop, S2S— 
| er eer eee 
SUI, © ar tah Wi nae die Gedy ds ee ae Sk 
Commons, S82 or 4S— 
i Rare 
EE NN as nce alae Seam 


WESTERN PINES 


Following delivered prices, based on past sales, were reported to the Western Pine Association by members during the period April 14 
to 19, inclusive. Both direct and wholesale sales are included and are based on specified items only. Two districts are given, one being the 
State of Illinois, outside of the Chicago metropolitan district, and the other the State of Pennsylvania. Quotations follow: 





_ RW viral 1x8 


60.73 


5/4 RW 6/4 RW 
$76.51 $83.15 $83.50 
67.83 66.40 
No. 1 No. 2 
cats $48.50 
56.00 48.50 


No. 2 No. 3 


$49.02 $44.00 
49.60 43.35 
outers 36.25 


Pennsylvania——_, 








6 acer i. Pennsylvania———\, 
IDAHO WHITE PINE 
Selects, S2 or 4S— 1x8 6/4 RW 1x8 6/4 RW 
Cyresee Ol) Mis... .:«. $77.49 eee $80.50 $99.00 
Quality (D) RL..... 60.58 Sein 62.25 78.00 
Colo- Ster- Stand- Colo- Ster- Stand- 
nial ling ard nial ling - ard 
= 1 No. 2 No. 3 No. 1 No. 2 No. 3 
1x8 RL or eae * $52.35 $47.60 $57.67 $54.30 $48.52 
1x12 RL 57.75 46.45 = 59.91 47.80 
Utility (No. 4) 4/4 ir te NO cre calconvousduweces $37.75 


LARCH-DOUGLAS FIR 

Dimension, No. 1— 
De We wceeweoas $40.90 , er 
Be Se Be eeeeweees 41.50 





+ 





_ had kaw Fk iD hee 





a- 


de 


00 
00 


00 
00 
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SOUTHERN HARDWOODS 


Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, from 
reports of sales made during the week ended 


April 28: 
Quartered Red Gum 
FAS— 
aoe po weteevs 87.50 
ae ahaa 92.50 
No, 1 & Sel.— 
goatee 41.00 
ee ee 44.50 
Se ee 50.50 
Plain Red Gum 
” 1 & Sel— 
5 ee 43.50 
5  aaavcae 47.25 
i ee 47.00 
No. 2 Com.-- 
Vi CORE 27.00 
‘Quarterea Sap Gum 
FAS— 
Bere 57.50 
Vi doe oe 56.00 
i, aos 58.00 
i OE 63.00 
~ 1 & Sel.— 
ie aeons 39.00 
Vy ae 41.00 
Plain Sap Gum 
FAS— 
i, ee 47. sad 75 
ee Bere 53.00 
i eee 54. 00@59. 50 
No. 1 & Sel.— 
See 35.50 @37.75 
= 2 Com.— 
re: 22.00 @ 25.00 
. BD Séisecen 23.00 @ 24.00 
J, Eee 25.00 @ 26.00 
Plain Black Gum 
No. 1 & Sel.— 
i, eee 36.00 
Quartered Tupelo 
FA y{ 
Sieieeaiake 54.75 
No, 1 & Sel.— 
sangre 44.75 
Plain Tupelo 
FA 
1h eee 47.75 
t: enews 47.50 
No. 1 e1.— 
4/4 spear sos 32. ited 75 
No. 2 Com.— 
ore 22.00 
Mixed Hardwoods 
—_——- 
ee Sasser 9.75@14.50 





Plain White Oak 
AS— 


F 
og eee 59.25 
No. 1 & Sel.— 
ere 46.00 
Mixed Oak 
Sound Wormy— 
. Serre 26.50 
Plain Poplar 
Selec 
Dy kisicnree 61.00 
re 1 Com 
cyeleatinn 43.75 
No. 2 B Com.— 
ae 25.75 
Elm 
— 
pelos 46.50 
No. 1 & Sel.— 
ht a 36.50 
No. 2 Com.— 
Ls ee 21.50 
Log Run— 
Eee ee 26.00 
Cottonwood 
No. 1 & Sel.— 
| ee 32.00 
No. 2 Com.— 
ee 22.00 
Magnolia 
No. 2 Com.— 
J, 32.50 
Cypress 
FAS— 
a ae 68.50 
Se 70. ied 00 
SP tecaueraiale 80.25 
| ee §8.50@90.00 
Selects— 
| eee 45.75 @50.00 
ST rere 59.75 @60.00 
6/4 ......59.50@60.75 
i, rere 60.00 @75.00 
he ee 72.00 
Shop— 
ene peared 32.00 @ 37.00 
No. 1 Com.— 
eee 32.75 
No. 2 Com 
i See 27. 00 @ 28.00 
30.00 


cky 
Me Soieeies 18.00 @22.00 





MAPLE FLOORING 


Northern maple flooring apts report the 
al 


followin average rices realized f.o.b. floor- 
ing _ basis, during the week ending 

First Second Third 
TOMER Sewicansiemiowees $73.56 $69.10 $55.21 
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Lumber Market Review 


Softwood bookings in the two weeks 
ended April 19 were 5 percent larger 
than the shipments, and there was a fur- 
ther addition to mill order files; but pro- 
duction also exceeded shipments, by 3 
percent, so that there was an addition to 
mill stocks. Market reports all agree that 
a large proportion of the buying is for 
Defense construction, and mills are pretty 
heavily loaded with this type of business. 
Large sizes, for industrial plants, ship- 
yards and the railroads, are said to be in 
increased demand. That there will be 
further big orders for common boards 
and dimension is indicated by reports on 
resumption of buying for cantonment 
construction. All these items are very 
firm in price. But the slowness of ordi- 
nary construction to make a start, partly 
accounted for by the fact that Defense 
projects have drained off so many car- 
penters, has prevented development of 
sales through ordinary channels, and 
many dealers find no need to enter the 
market except for small sorting-up lots. 
Shed stock is relatively slow and weak. 
The recession in prices of commons to 
practically last summer’s levels has put 
many small mills out of the running, but 
a big volume of their product is reaching 
Defense projects intrastate. Some buy- 
ers are said to be afraid of a further re- 
cession in mill prices, despite the fact that 
preparations are being made to force a 
higher minimum wage schedule on mills 
shipping interstate, while wage raises 
have been negotiated for many western 
producers. The Government has already 
advanced its prices on Salvage commons. 
Shortage of ship space is an important 
factor. in advancing laid-down costs in 





Cleveland: 

Ash: 4/4 
| ere $80.00 
Com. & Sel.. 55.00 

Plain White Oak: 
. ae 118.00 
No. 1 C.&S 62.00 

Plain Red Oak: 

aes 87.00 
No. 1 C.&S... 60.00 

Poplar: 

L) ae 00 
we + C268... 57 rod 
No 9A’ Gom. 46.00 

Basswood: 
eee 82.00 
No. 1 C.&S... 57.00 
No. 2-A Com. 41.00 


APPALACHIAN HARDWOODS 


Cleveland, Ohio, April 


28.—Following are current prices on Appalachian hardwoods, f.0.b. 


ty 6/4 
$85.00 $90.00 
60.00 65.00 
123.00 128.00 
68.00 73.00 
95.00 98.00 
65.00 70.00 
98.00 100.00 
62.00 62.00 
74.50 74.50 
52.00 52.00 
87.00 87.00 
60.00 65.00 
43.00 43.00 





8/4 10/4 12/4 16/4 
$95.00 $120.000 $130.00 $145.00 
70.00 90.00 100.00 120.00 
145.00 165.00 180.00 195.00 
80.00 105.00 115.00 125.00 
118.00 163.00 163.00 190.00 
75.00 93.00 103.00 123.00 
105.00 127.00 142.00 157.00 
72.00 82.00 97.00 115.00 
ap Chestnut: 4/4 5/4 6/4 8/4 
No.1 WHND 47.00 53.00 55.00 62.00 
No. 1 C&Btr. 
98.00 Sd. Wmy. 45.00 52.00 52.00 55.00 
75.00 No. 2C&sd 
45.00 WwWmy. - 37.00 39.00 39.00 44.00 





Grades 
Rough— 


Tank, RW&L 
& 


RW&L, S4S— 


ce ae 
ro. a 


“C” Sel. 
F 


Pecky, RW&L ...... 


TIDEWATER RED CYPRESS 


Jacksonville, Fla., April 28. — Followi 
Pn gg 5 4 + te wing is a list of wholesale prices on tidewater red 


4/4 5/4 
$77.50 $89.50 
70.50 82.50 
54.50 67.50 

+++ 31.75 33.75 
--» 30.00 32.00 
~++ 86.25 98.25 
eee = 79.75 91.75 
eee = 779.75 89.75 
e+e 73.75 85.75 
«++ 69.00 74.00 
«++ 46.50 48.50 








6/4 8/4 10/4&12/4 16/4 
$112. - $122.75 $146.00 $153.00 
98.5 113.75 127.00 133.50 
32:20 88.75 100.50 109.50 
75.50 81.25 90.50 98.50 
33.75 32.25 
32.00 33.25 | Cypress Shingles, 18” 
cae we en ee 
rimes .... 5. . 
10t 38 117-25 | conomy.. 4.30 5.20 
89.75 98.75 | Cypress Lath, 3x1” 
85.75 89.75 No.1 No. 2 
74.00 ow See $5.76 $4.95 
48.50 fe eens 3. 
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the important eastern consuming region, 
for, although no advance has been au- 
thorized in intercoastal ‘rates, an unusu- 
ally large proportion of the shipments is 
moving by rail at higher freight costs. 
Recent heavier movement to California 
has left that market well supplied, and 
some items are easier. Southern key 
items remain strong, but surplus lots 
have been offering at concessions. On 
the Atlantic coast market, quotations on 
western fir and eastern spruce continue 
quite firm. 

Hardwood business has been improv- 
ing, and sales during the two weeks 
ended April 19 were equal to the produc- 
tion, with shipments lagging a little, be- 
cause stocks of shipping-dry material are 
low. Furniture plants are probably the 
best buyers, as they are busy on Defense 
needs, and there is a large call for low 
grades, partly for use of war industries. 
Demand for flooring has shown a decided 
pick-up, and there has been an increased 
movement through millwork plants. The 
market as a whole is firm and seems to 
be gathering strength, with southern sap 
gum and northern maple in especially 
quite firm. 

The Labor Bureau lumber price index 
has risen slightly, from 116.6 in the week 
ended April 12 to 116.7 in the week 
ended April 26. 


NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 





No.1 sd 2 No.3 
Brown Ash— Eg Sel. Com. Com. 
. eee: $70.00 $60.00 $45.00 $30 00 $24.00 
- eee 75.00 65.00 50.00 9.00 25.00 
EE iicicin ebm 80.00 70.00 55.00 rth 00 25.00 
BEG wenasiatin 85.00 75.00 58.00 44.00 26.00 
No.1 No.2 No.3 
Basswood— FAS Sel. Com. Com. Com. 
eee $78.00 $68.00 $46.00 $34.00 $25.00 
2 | eyes 83.00 73.00 51.00 38.00 25.00 
a re 86.00 76.00 54.00 39.00 28.00 
Beene 93.00 83.00 64.00 40.00 28.00 
|, ae 98.00 88.00 71.00 49.00 aay 
PRE. sG0sace 103.00 93.00 76.00 54.00. .... 
CTU Kkntuwass 70.00 60.00 39.00 31.00 .... 
No.1 No.2 No.3 
Hard Maple— FAS Sel. Com. Com. Com. 
Perna $82.00 $67.00 $51.00 $38.00 $21.00 
eee 87.00 72.00 56.00 41.00 22.00 
eee 90.00 75.00 61.00 42.00 23.00 
ee 97.00 82.00 66.00 42.00 23.00 
ee 97.00 82.00 66.00 43.00 23.00 
Li 107.00 92.00 74.00 48.00 .... 
se 107.00 92.00 76.00 48.00 .... 
OP 8sncows 127.00 112.00 88.00 51.00 .... 
cc U ereee 127.00 112.00 88.00 a eee 
Se. wcxcures 167.00 152.00 apie a. | las 
No. No. 2 No. 3 
— Elm— FAS Com. z Sel. Com. Com. 
ea $56.00 $46.00 $35.00 $25.00 
CRE 59.00 49.00 36.00 25.00 
_ eee 59.00 49.00 37.00 26.00 
ee 62.00 52.00 38.00 26.00 
|: 65.00 55.00 40.00 eae 
DEED skin wden 70.0 60.00 45.00 reer 
No. 1 No. 2 No. 3 
Rock Elm— FAS Corn. Com. Com 
Neumbe~iee 53.00 $35.00 $23.00 $21.00 
ERSTE 60.00 42.00 25.00 23.00 
_ eaten 70.00 50.00 27.00 23.00 
| ee 73.00 58.00 32.00 26.00 
a 83.00 68.00 44.00 29.00 
eee 93.00 78.00 49.00 31.00 
No.1 No.2 No.3 
Birch— FAS Sel Com. Com. Com. 
, are $104.00 $86.00 $57.00 $37.00 $23.00 
Bina 109.00 91.00 65.00 45.00 23.00 
ee 111.00 93.00 71.00 51.00 24.00 
| eee 113.00 103.00 81.00 56.00 24.00 
ee 115.00 105.00 83.00 57.00... 
|, ee 117.00 107.00 88.00 62.00 
ee 166.00 156.00 128.00 
i ees 86.00 72.00 52.00 35.00 
BPE shickirw-sia 90.00 76.00 57.00 38.00 .... 
No. 1 No. 2 No. 3 
Soft Maple— FAS Com. & Sel. Com. Com. 
Res $67.00 $47.00 $32.00 $23.00 
ae” mccheeee 72.00 52.00 36.00 23.00 
7 ee ea 80.00 57.00 41.00 24.00 
Bee wa eeaens 87.00 62.00 42.00 24.00 

















EASTERN TRADE NEWS 


(Continued from Page 67) 
being taxed to find material for meeting 
Defense requirements, especially in con- 
nection with ship building. Stocks are 
not large and quotations have advanced 
steadily. Only the best grades are wanted 
for shipyards. 

WEST COAST WOODS—Demand for fir, 
spruce, Ponderosa pine and some other 
stocks and especially for large sizes, seems 
to be on the increase. Forwardings by 
water are restricted by scarcity of vessels, 
and a much increased proportion of the 
receipts is by rail. Supply appears to 
satisfy demand. 


Buffalo, N. Y. 


The lumber trade has quieted down in 
the past week or two, and there is even 
less disposition among retailers to buy 
for future needs. They are now waiting 
to see if the strong mill prices prevail- 
ing will not be shaded to some extent. 
Mills have only low stocks of many items, 
and shipments are much delayed. South- 
ern pine roofer supplies are smaller and 
they have been firmer of late. Shingles 
have gone up on larger demand and a 
higher Lake rate. 

HARDWOODS s3uying is fairly active, 
but it is largely to cover immediate needs. 
Prices in the leading northern hardwoods 
are strong, and available supplies at mills 
are unusually small. Among the south- 
ern woods, chestnut and sap gum are also 
strong. Some wholesalers report. that 
their trade in April did not show the im- 
provement expected over March. 

WESTERN PINES are showing an ad- 
vancing tendency. Idaho pine prices are 
firm, and not much stock is being offered. 
Wholesalers are advised of advances in 
Ponderosa pine, and a good many items are 
difficult to procure. Shop lumber, selects 
and common stock in these woods are all 
strong in price. Firmness is also mani- 
fest in California sugar pine. 

NORTHERN PINE—The market re- 
mains firm, with no large stocks available 
at mills. Defense plants are reported to 
be taking a good deal of low-grade stock 
for crating. Lake shipments from the 
mills will probably be handicapped this 
vear by shortage of vessels. 


Norfolk, Va. 


NORTH CAROLINA PINE—The market 
has been rather active. Prices have shown 
little change. Competition is very keen. 
There is not much dry lumber of any kind 
to be had, though many small mills oper- 
ated during the winter, a good number 
of which are now down because present 
prices are not attractive. Good mills have 
not been able to make deliveries on 
schedule. Demand for the better grades 
is not brisk, but consumption in home 
building is expanding. There has been a 
very good demand from box manufactur- 
ers for rough and dressed and they want 
quick deliveries; prices are strong, for 
there is very little good air dried avail- 
able. Demand for small dressed framing 
has been very good, with prices firm. Air 
dried roofers and boards are moving bet- 
ter and some widths are scarce. It is not 
easy to buy 6-inch roofers for quick ship- 
ment, and the same is true of 4-inch roof- 
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ers or dressed or worked into crating 
material. Some northern and _ eastern 
salesmen have been quoting rather low 
prices on air dried roofers. Georgia Main 
Line roofer mills ask $18.50 for 4-inch, 
and $21 for 6-, 8-, 10- and 12-inch. In 
North Carolina, 6-inch roofers have been 
sold at $22.50, but these same mills get 
a premium for other widths, and have 
little 4-inch to offer. 


FROM LUMBER CENTERS 


(Continued from Page 69; 
here have been slightly lower. 

OAK FLOORING sales are booming. One 
group of mills with a normal weekly pro- 
duction of 16,500,000 feet reports sales 
of more than 15,000,000 feet; output of 
10,333,000 feet, and shipments of 11,500,000 
feet. Inquiries and orders are the heav- 
iest in years. The 2%-inch width is not 
now the only item that is heavily over- 
sold. Statistically the oak flooring in- 
dustry is in the best condition in years. 
Prices are unchanged and firm. 
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Birmingham, Ala. 


SOUTHERN PINE—Business is good, 
but not as large as was expected for this 
time of year. With thé Government buy- 
ing at lower levels, especially the lower 
grades, yards and other customers look 
for concessions. The failure of yards to 
buy for other than immediate needs has 
probably had its effect on the market. 
Mills report a flock of inquiries, but care- 
ful buying is the rule. The mills find 
that wages and other production costs are 
on the increase. Production is slightly off, 
but still about in line with orders. 


Minneapolis, Minn. 


NORTHERN PINE—Demand is increas- 
ing gradually. Retail yards are doing 
considerable buying. With roads gradu- 
ally rounding into travel condition, there 
is developing a demand from country 
yards. Stocks are dwindling fast, but new 
material now being seasoned will be on 
the market soon. Prices remain firm. 
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Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 


Samples and Catalog 
on Request 


Tally Cards Rules 


Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 








ENSIGN DONALD DAY WHYTE, 25, son 
of William J. Whyte, vice-president of 
Starks-Whyte Mill and Lumber Co., Chi- 
cago and Cairo, Ill. was killed instantly 
April 28 when the 
Navy seaplane he 
was piloting 
plunged into the 
sea. Ensign Whyte 
was attached to the 
aircraft carrier 
Yorktown, based at 
Honolulu. In ac- 
cordance with the 
wartime policy of 
not disclosing the 
position of the fleet, 
the Navy depart- 
ment did not re- 
veal the Yorktown’s 
whereabouts at the 
time of the crash. 

The ensign was a 

graduate of Stan- 

ford University 

and had_ received 

his commission 

from the naval 

training school at 

Pensacola, Fla., 18 

months ago. His father was associated 
for many years with Gregertsen Brothers 
Co., wholesale lumber firm in Chicago, II1., 
and is well known in the industry. The 
Starks- Whyte Company purchased the 
Gregertsen interests in 1933 and continued 
business under the new name. Ensign 
Whyte is survived by his father and 
mother, his grandmother and a sister. 


GEORGE N. BOWEN, 69, well known 
lumber dealer at Hyattsville, Md., died 
April 17 after a short illness. He had 
been in the lumber business most of his 
life, organizing his own firm in 1918. Mr. 
Bowen served as a member of the Hyatts- 
ville town council for several terms and 
at one time was its president. He was 
formerly a county commissioner, and was 
a director of a building and loan associa- 
tion and a former director of a bank. He 
was active in church work and in a fra- 
ternal organization. The widow, one son 
and a grandson survive. 


TIMOTHY PATRICK BUCKLEY, 59, a 
leading wholesale millwork salesman for 
the Wilbur Lumber Co. for 35 years and 
lifetime resident of Waukesha, Wis. died 
April 27 of a heart attack. Mr. Buckley 
had been active in civic affairs, serving as 
city clerk of Waukesha from 1904 to 1908. 
He was a prominent member of several 
fraternal organizations and was a “Past 
Exalted Ruler” of one such group. Surviv- 
ing are his widow, his father and two 
brothers. 


FREDERICK W. ALEXANDER, 71, sec- 
retary-manager of the Pacific Lumber In- 
spection Bureau, Seattle, Wash., died sud- 
denly April 19 from a heart attack. He 
had been at work the previous day. Mr. 
Alexander had been head of the bureau 


since 1904. He first entered the lumber 
business in his youth and worked for his 
father, R. H. H. Alexander, who operated 
the Hastings mill in Vancouver, B. C. The 
latter was a founder of the inspection 
bureau. The widow survives. 


D. A. (TOBY) GRAVES, 38, president 
and general manager of the Graves Lum- 
ber Co., Hazlehurst, Miss., died suddenly 
April 13 during an acute heart attack. 
Mr. Graves was an official of the Copiah 
County Building and Development Co., and 
was prominently connected with lumber 
interests in Memphis, New Orleans and 
other Mid-South cities. He is survived by 
his widow, one son, his father and his 
mother. 


EDWARD M. PETERS, 80, a proprietor 
of the Peoples Lumber & Hardware Co., 
Rushville, Mo., died April 21 at his home. 
He had suffered a stroke the previous day. 
Mr. Peters was also a widely known 
banker having established banks in Cosby 
and Rushville. He had been in the lum- 
ber business for 20 years and was active 
in civic affairs. Surviving are two daugh- 
ters and a grandson. 


WALTER SHREINER, 63, managing di- 
rector of the Eagle Lake Lumber Co., To- 
ronto, Ont., since its inception, and well 
known hardwood lumberman in Canada, 
died April 24. He was a Canadian mem- 
ber of the rules committee of the National 
Hardwood Lumber Association. He is sur- 
vived by his widow. 


Cc. H. WALKER, 62, president of the 
C. H. Walker Lumber Co., Pensacola, Fla., 
died at his home in that city April 13. 
He was one of the organizers of the 
Walker company and had been its presi- 
dent for the past ten years. He was a 
director of the Florida Lumber and Mill- 
work Association. 


J. W. STARR, 74, president of J. W. 
Starr & Sons Lumber Co., lumber manu- 
facturers at Atlanta, Ga. He had been 
in the lumber business for more than 50 
years. Mr. Starr was active in church 
work. Surviving are two sons, a daugh- 
ter, eleven grandchildren and a great- 
grandchild. 


MATHIAS SCHRANZ, 80, president of 
the Schranz Roofing & Building Supply 
Co., Milwaukee, Wis., for 33 years, died 
at his home April 23 following an extended 
illness. He had been active in the com- 
pany up to the time of his illness. Three 
daughters and two sons survive. 


EDGAR F. WHITMAN, 52, president and 
founder of the Canajoharie Lumber Co., 
Canajoharie, N. Y., died April 4. He had 
been ill all winter. Mr. Whitman’s father 
had also been a lumber dealer. His widow 
survives. 


BARBARA SHEPARD, 22, daughter of 
Eliot Shepard of the Shepard & Morse 
Lumber Co., Boston, Mass., manufacturers 
=< wholesalers, died April 15 after a long 

ness. 





